





O. FRED. ROST 
Editor and Publisher 


HOWARD J. EMERSON 


Managing Editor 
A. XIQUES 
Assistant Editor 
H. W. YOUNG 
Pacific Coast Editor 
HARRY PHILLIPS 
Art Edijpr 


3 
a. ee eee 
DISTRICT MANAGERS 


Wm. B. Heaps 
Charles F. Minor, Jr. 
Chicago 
Frank J. Seiler 
Cleveland 


Roy Phelan 
Los Angeles 


> - 
J. H. Allen, Jr. 
In the U.S. Navy 


A. B. Conklin 
In the U.S. Army 








CONTENTS 









AUGUST, 1944 


The National Debt =... soulillieail ee James H. McGraw, Jr. 41 
Times and Trends cst Sigees. hel ©. Fred. Rost 49 
Business Index—Sales and MEPS) Sani aa 57 
Business Index—Regional Analysis _. SS OE 
Fast-Moving Wholesaler Expands on Triple Seling Fr Prentece 
Supplies, Electronics, Appliances H.W.Young 62 
This Purchasing Agent's War-Time ences 
Hold Success Formula for the "Salesmen P.F.McClung 66 
"Get Into-Electronics Now," Says West Coast Wholesaler F.E. Norton 70 
~ The Caméra Clicks at NEWA'S Pacific Coast Convention = syn 72 
Build Str Ret 
By lefestic.t ate A PEW Setinn’ ee New... Howard J.Emerson 74 
The Camera Clicks on Stockroom Tricks . Fog 
Salesmen’s Fox-Hole Tales from the Wholesaler’s Battle Front— 
Juicy Capacitor Order Whets Appetite for More 
-ntiteanstiacstiling~eenanbliguiapt il Mas iealidalic A. L. Wiggenstein 80 
Wholesalers Cooperate to Speed Steel Plant __A.V.Bronsen 80 
Wholesaler's Ingenuity Speeds X-Ray Machines _G.S.Steiner 8! 
"Know-How" Speeds Vital Products to Navy Base 
ae ee ee H.F.Webb 81 
The Camera Clicks Among West Coast Wholesalers 83 
Smart Salesmen Post Customers 
On Contract Termination Snarls _.......©. B. Pierson 85 
Recent WPB Orders and Revisions eee 89 
Daw Femi ON ah i a 93 
Wholesaler's Salesman News 222i. enecp anne 3. 94 








OFFICES: 520 North Michigan "Ave., 












McGRAW-HILL PUBLISHING COMPANY, INC. 
PUBLICATION OFFICE,.520 NORTH MICHIGAN AVE., CHICAGO 11, TLL. 
EDITORIAL AND EXECUTIVE OFFICES, 380 WEST 42 ST., 

NEW YORK 18, N. Y. 


JAMES H. McGraw, Founder and Honorary Chairman 

HOWARD EHRLICH, Executive Vice-Presi- 

dent for Business Operations ; JOHN ABBINK, Ewecutive Vice-President for Edi- 

torial Operations ; CURTIgg W. MeGraw, Treasurer; JosmpH A. GBERARDI, 
Secretary ; J. E. "BLACKBURN, Jr., Director of Circulation 


WHOLESALER’S SALESMAN (formerly Electrical Wholesaling) August, 1944. (Vol. 25, 
No. 8.) Published monthly, price 25c copy. B&B 

days for change of address. Subscription rates—United States, Ve 8S. Possessions and Latin 
American Republics, $1.00 for one year, $1.50 for two years; $2.00 for three years. 
$3.00 for three years. an other countries $2.00 or 
12 shillings for one year, $3.00 or 18 shillings for two years, $4.00 or 24 eee ye Ba 
years. Entry as Second Class Matter pending at Post Office at ‘Ghlca, 7 

“McGraw-Hill, New York.’"’ Member of A. 
by McGraw-Hill Publishing Co., 330 West 42nd Street, New or is, 
Coes 11; 68 Post Street, San nanelaie 4; Pacific 
ngeles 14, Calif. ; sores House, Aldwych, London, 
°: 738-9 Oliver Bidg., Pittsburgh; Cleveland 15; 


JAMES H. McGraw, JR., President; 


$1.50 for one year, $2.50 for two years, 


Finance Bldg., 621 So. Hope St., Los A 
CG. 3: W ashington €3 Philadelphia 
Detroit 2; St. Louis 8; Boston, 1 6; At lgote 2. Ga. 


August 1944-— WHOLESALER’S SALESMAN 


CHANGE OF ADDRESS 


MeGRAW-HILL PUBLISHING COMPANY 
330 West: 42nd Street, New York 18, N. Y. 


Director of Circulation: 
MAN 


From... 


eturn postage guaranteed. Allow at least ten 


B.P, Member ‘copyrights “tt, 


t ? vy “A&E 4 


—) eee ee ee ee 


Please change:my address on WHOLESALER’S SALES- 








This Flexibility of Installation Helps You Sel 
ELECTRUNITE Steeltubes 


—-AND OTHER 


One of the many distinct advantages 
of Republic ELECTRUNITE STEEL- 
TUBES is its flexibility of installa- 
tion. It can be installed with equal 
ease with the various makes of com- 
pression-type fittings on the market 
or with available threaded fittings. 


We're calling this feature, along with 
ease of installation, to the attention 
of your customers and prospective 
customers in the August issues of 
ELECTRICAL CONTRACTING and 
ELECTRICAL EQUIPMENT. 
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In these advertisements we also point 
out, as in practically all STEELTUBES 
advertising, that the contractor or 
electrical maintenance man who reads 
the advertisement should see you. 
If in this way we can help you sell 
more ELECTRUNITE STEELTUBES 
and create acceptance for whatever 
fittings are available, we also help 
ourselves. For this low-cost steel 
raceway is sold only through elec- 





ELECTRICAL METALLIC TUBING 







WIRING MATERIALS 


trical distributors—and it is to out 
MUTUAL advantage to increase your 
volume of business. 


Would you like reprints of the adver- 
tisements to electrical contractors 
and maintenance men? Write us. 


REPUBLIC STEEL CORPORATION 


STEEL AND TUBES DIVISION « CLEVELAND 8, OHi0 
Berger Manufacturing Division 

Culvert Division . Niles Steel Products Division 

Union Drawn Steel Division « Truscon Stee] Compan! 

Export Department: Chrysler Bidg., New York 17, N.Y. 


| 








ELECTRUNITE 
Steeltubes 
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HAZAKROME 


Type SN 
SMALL DIAMETER WIRE 


HAZAKROME insulation, although very thin, affords 
excellent electrical insulation and physical protection 
and eliminates the usual cotton braid covering. The 
diameter of the cable is thereby reduced from that of 
the regular Type R wire, so that 13% to 28% more 
wires can be put into an existing conduit. This is 
especially valuable on rewiring jobs where replaster- 


WHAT 1S HAZAKROME? 


HAZAKROME is a synthetic plastic hav- 
ing a smooth, glossy finish for easy pulling 
and a leatherlike toughness and flexibility. 
Its high degree of durability and resistance 
makes cotton braid and other fibrous cov- 
ering unnecessary. 


HAZAKROME has most of the desirable 
qualities of rubber insulation—plus others 
not possessed by rubber, such as non-in- 
flammability and resistance to moisture, 
oil and ozone. 


Splicing and soldering are easy with Haza- 
krome easy-stripping insulation. 


Standard Building Wire colors for circuit 
identification are available. 


Send for HAZAKROME HANDBOOK 


t 
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ing and refinishing becomes an expensive item. 

Wiring repair contracts are at a minimum in war- 
time. New building construction is at a standstill. 
However, when this accumulation of needed electrical 
work can be done, if you use HAZAKROME Type SN 
Small Diameter Wire you will save many costly instal- 
lation hours and obtain long time satisfaction. 


ELECTRICAL CHARACTERISTICS 


DIELECTRIC STRENGTH. Every 
length of completed wire, after not less 
than 12 hours immersion in tap water in 
room temperature, must stand the follow- 
ing high potential tests for a period of one 
minute: 


Sizes 14 - 8 Awg 
” 6 ™ 2 ” 
” 1 and larger 


DIELECTRIC RESISTANCE Haza- 
krome Type SN wire must show an insula- 
tion resistance constant of not less than 
500 at a temperature of 15.5°C (70°F). 


HAZAKROME Type SN because of its 
superior heat resistance will safely with- 
stand a maximum copper temperature of 
60°C (140°F). This gives it about twenty 
per cent greater carrying capacity than 
the corresponding sizes of Type R Code 
Building Wire. 


volts 
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Walker of Conshohocken is geared to 
deliver the fast prompt service so necessary 
in meeting wartime shipbuilding needs. A 
Walker promise of delivery is a promise you 


can rely on. 


Walker Shipboard Cables are available 
either leaded or non-leaded; with Synthetic or 
Varnished Cambric Insulation. Made in accord- 
ance with Specifications AIEE-45A and U.S.M.C, 
— Design Memo #46. 


Other 


of Conshohochen QUALITY PRODUCTS BY 
WALKER of CONSHOHOCKEN 


Rubber-Covered, Synthetic and Automotive Wires and Cables 
Leaded Wires and Cables Electric Metallic Tubing 
“Walkerflex” Non-metallic “Dualcote” Rigid Steel Conduit 
Sheathed Cables “Preset-Inserts” Underfloor 
Service Entrance Cables Distribution Systems 


Ask your local Distributor for prices and deliveries that 
you can rely upon. WALKER BROTHERS, Conshohocken, Pa. 
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OPEN-END 
STEEL REFLECTOR 





CLOSED-END ONE-PIECE 
STEEL REFLECTOR 


RDI INH 8 LET 


Pt ry tly ‘aes 


©@ Rigid ALL-STEEL Construction. 
© Open-End and Closed-End Types. 


@ Choice of Baked Enamel or Porcelain Evans! / 


finish (all models). : 
© Simple, easy to install and service. Accessor- 

ies provide for every method of mounting or 

hanging — Individually or in Continuous Rows. 
© 2-40 watt, 3-40 watt and 2-100 watt models. 
© ‘‘Instant-Start” available on 2-40 watt models. 
@ “‘Instant-Latch” releases reflector instantly. 
@U. L. and E.T.L. Approved. 


, 
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a * oS eee 
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Here are the ALL-STEEL Fluorescent Fixtures you’ve 
been waiting for! 2-40 watt, 3-40 watt and 2-100 watt 
models with open-end or closed-end reflectors. Choice of 
Baked Enamel or Porcelain Enamel. ““INSTANT-START”’ 
available on 2-40 watt models. All channels and reflectors 
are constructed of heavy gauge steel. Revolutionary new 
type “INSTANT-LATCH”’ for quick, easy release of 
reflector without use of tools. MITCHELITE Accessories 
provide for every method of hanging or mounting. Power 
factor over 90%. Stroboscopic corrected. Underwriters’ 
Laboratories and E.T.L. Approved. 


Get full details from your MITCHELL DISTRIBUTOR 
or write for Catalog No. 281. 


MITCHELL Wancfacturing Zo. 


= 9525 N. CLYBOURN + CHICAGO 14, ILLINOIS 
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The COP (Cut-Out-Premium) Starter is ready to patrol your 

fluorescent installation to protect your lighting investmen:. 

The COP brings you the finest method yet designed by Sy!- 

vania engineers to cut a failed lamp out of the circuit. [ 
e 


















i 


“Presenting 
oe “ 





The COP is equipped with a handy 
push button to reset the positive new 
circuit breaker. When you replace a 
failed lamp, you just push the button, 
and the COP continues to operate nor- 
mally until another lamp fails. 


(Cut-Out-Premium) 


4 )- STARTER 


“One of Sylvania’s Finest” 


we =. 


The COP has shown a life expectancy 
five times that of the average starter in 
months of exhaustive tests under all 
possible operating conditions. That is 
why Sylvania particularly recommends 
the COP as a means of reducing the 
cost of maintaining fluorescent. 


ta ida 





aos The COP stops annoying lamp blink- 
_ ing and flickering by cutting a failed 


SYLVANIA), lamp out of the circuit immediately. 


COP 


(Cut-Qut-Premiv ; 


STARTE “5 




















The COP guards your electric 
meter, preventing waste of 
current. 








Post the COP, Sylvania’s finest quality starter, on your own 
fluorescent “beats.” For information, write to Sylvania Electric 
Products Inc., Boston Street, Salem, Massachusetts. 


WITH BETTER 
THAN EVER 
PERFORMANCE 








One Standard—the Highest Anywhere Known 


SYLVANIA® 


ELECTRIC PRODUCTS INC. ! 
SALEM, MASSACHUSETTS 


A metal flag is spot-welded to the stationary contact 
post in the gas-actuated Sylvania FS Glostat Starter. 
This metal flag assures correct lamp cathode pre- 
heating. The new FS Glostat Starter is quicker-start- 
ing, can take rough handling, and preheats adequately 
for maximum lamp life. Recommended by Sylvania 
engineers for economy and efficiency in smaller 
fluorescent installations. 


FLUORESCENT LAMPS, FIXTURES AND ACCESSORIES, INCANDESCENT LAMPS, RADIO TUBES, CATHODE RAY TUBES, ELECTRONIC DEVICES 4 
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WHY DOESN'T JENKINS 
WRAP THE BOX IN i 
CELLOPHANE AND SAVE | BECAUSE CELLOPHANE 
TROUBLE AND MONEY? AROUND THE BOX MIGHT 
GET BUSTED IN HANDLING 
--AND LET AIR IN 


-— SO WRAPPING THE 
ROLL GUARANTEES GOLD 
SEALS FRESHNESS FROM 

FACTORY TO you! 


HERES THE 
GOLD SEAL LABEL 
70 SEAL HER 
DOWN TIGHT, Bovs! 


From core to cover=it’s a quality friction tape! 


The extra care Jenkins takes to wrap every roll of Gold 

Seal Tape in cellophane — instead of simply wrapping the 
Also superior — box — is typical of the quality, skill and careful control 

Seal Friction | that go into the manufacture of this fine product. 
ee You find this same superiority also in Gold Seal’s 
meet ASTM — greater tackiness — it’s readiness to take hold of any tap- 
Specifica- ing job with a vengeance, and stick to it like a burr on a 
— dog’s back. You'll like the way this tape doesn’t “peel” 
when it comes off the roll, doesn’t dry out on the shelf or 
on the job. And doesn’t smear up one’s hands, even when 

it’s used in the warmest weather! 

Yes, you'll get a new respect for tape when you get to 
know Gold Seal Tape—and so will your customers! 
Remember — strong Jenkins advertising is helping you 
tell the story of this better tape. Jenkins Bros., 80 White 
Street, New York 13, N. Y. x 


poy Yolaseml Gi Do 


Gm oes ) FRICTION and RUBBER TAPES 
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Newark, New Jersey Plant 


Maritime Switch 


ON THE FIGHTING FRONT ee 
y * 


ON THE INDUSTRIAL FRONT 


600 Volt Rolare 
Type Knife Blade 
Switch 


Timeout 


ON THE HOME FRONY 


Main and Range 
Combination 
with 4 lighting 
circuits 


FEDERAL ELECTRIC PRODUCTS COMPANY 


PLANTS AT: 1429 PARK. STREET, HARTFORD, CONNECTICUT AND 50 PARIS STREET, NEWARK, NEW JERSEY 
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ERE ARE OUR Pog, 
= 3 5T-WAR products 
... ready for you TODAY! 






Yes, our post-war products are ready today ... for they're the same high-grade products we've 
always manufactured. We couldn't make them better if we tried. Conduit Pipe Products have 
long been the standard of quality... . for they are made in strict accordance with Conduit 
Specifications . . . properly gauged, carefully chamfered for protection of starting threads, 
perfectly reamed, rigidly inspected and labeled. They're easy to stock, easy to handle , easy to 
install. Better check to make sure you have an ample stock of genuine Conduit Pipe Products. 





REPRESENTATIVES, IN PRINCIPAL CITIES 
| 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 


PIPE COUPLINGS (_) PIPE NIPPLES GD ELBOWS, 90°G @ AND 45° == 
¥ RUNNING THREAD PIPE ge GOOSENECKS ~~ )) WALLPLATES \/ 
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BRAND GLASS 








di wn aia il clear ema ai 2 


8-CUP 


offers an INSURANCE POLICY © ~~ $995 
Guaranleing is 


THE WORLD'S FINEST CUP OF COFFEE! ibsohe 


HILL-SHAW COMPANY 
Executive Offices: 
311 N. DESPLAINES ST., CHICAGO 6, ILL. 


Sales Offices in Principal Cities 











BACKED BY THE 


GREATEST 
AD CAMPAIGN 





GRETSCH AND MORVAY FRANK W. COLLINS 


DISPLAY 1133 Broadwa 1064 McLynn Ave., N. E. ° 

Pre tesa New York 10, 4 Y. Atlanta, Sanat ever p U t b e h in d } 

BENNETT AND JOHNSON M, I. ENSLEY } 

OFFICES ro Fifth Street 26 Queen Street, E. any coffee maker! 
San Francisco 7, Calif. Toronto, Ont., Canada 





25 MAGAZINES! OVER 46,000, 000 ee CIRCULATION 


yet 


Mons He ia -~ \ 
ra & 


=, ‘ \f Ke Bouse c -eping Modern Screen ‘AI 
} kr i nt oXg i hee Age LIFE 
Comics ¥ KE ea me pt? 
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facts you have to look at are still 
these .,. the Curtis X-Ray Silver 
Mirror Reflectors deliver more 
usable light than any fixture yet 
designed. 


The very unit upon which Curtis 
Lighting has built their reputation 
for almost one half century con- 
tinues to be your best choice for 
any high-bay or industrial lighting 
job you are apt to encounter. 
Whenever specifications demand 
the most useful light per dollar at 
the lowest maintenance cost you 
will always win out with the 
Curtis X-Ray Silver Mirror Reflector. 





av 6135 WEST 65TH STREET, 
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When all is said and done, the 





ay 


SILVER MIRROR 
REFLECTORS 


There is a Curtis X-Ray Re- 
flector for every type of 
job. The sizes and types in- 
clude a range of from 300 
to 1500 watt incandescent 
lamps or 400 watt Mer- 
cury lamps. The 589-T 
shown above is one of the 
types described in detail 
in our specification sheet, 
serial 2132. Write for your 
copy today. 


CHICAGO 38, ILLINOIS 
















G-E Distributors Offer a Complete 
Thermo-Plastic Building Wire Line 


Types SNW and SN 
Flamenol Building 
Wire for Mainten- 
ance Wiring, Re- 
wiring and New 


Wiring. 


FLAMENOL WIRE 


4 “Ny oe SMM. inset 
# ~4 yor 1 __ Soe 


G-E distributors are able to meet all customers’ requirements 
with this high quality, small diameter, thermo-plastic insu- 
lated Flamenol* Building Wire line. Type SNW Flamenol 





Hear the General Electric radio programs: wire is ideal for use in wet locations and Type SN for use in 
Re age --e wo dry locations, Whether one type is required or both, wiring 
10 P.M. EWT, NBC. “The Wor oday ; ‘ : : : 

news every weekday 6:45 P.M. EWT, CBS. systems need no longer be mixtures of different kinds of wire. 


Flamenol Building Wire can be supplied for the whole job. 
It is available in a wide variety of sizes suitable both for 
feeders and for branch circuits. 


Type SN Flamenol wire was developed before the war and 
has proved its worth in many installations. Type SNW Fla- 
menol wire has all the good features of Type SN and in addi- 


BUY WAR BONDS AND KEEP THEM 








ON ADEQUATE WIRING tion its insulation has low moisture absorption. It is approved 
S. J. O’Brien, electrical contractor, mem- by the Underwriters’ in sizes 14 to 4/0 inclusive for use in 
ber of the National Adequate Wiring raceways in wet locations as follows: 

Bureau ad pet tra ae oe om 1. Underground. ; 3. In wet locations. 

adequacy be ef pan « Son dp ihe hale Qe 2. In concrete slabs or masonry 4. Where the condensation and 
trys prova patncrye | wile nd cae oes . in direct contact with the accumulation of moisture with- 
the coming wave of new home buyers. earth. in the raceway is likely to occur. 


Both Types SNW and SN Flamenol Building Wire have 
long life, high dielectric and mechanical strength and are 
resistant to oils, acids and alkalies. The small diameters of 








Mor soe Rome both wires enable more conductors to be used in conduits or 
ducts, General Electric Company, Appliance and Merchandise 
Department, Bridgeport, Connecticut. *Reg. U.S. Pat. Off. 





GENERAL @ ELECTRIC 
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“Ice-Tong Principle — weight of 
fixture holds it in place while 
single clamp screw is tightened 


This shortens installation time 


The HEAVY-DUTY DAY-LINE 


Continuous runs, for two or three 40- 
watt or two 100-watt lamps. Write 


for Bulletin F-77. 


The HEAVY-DUTY DAY-LINE 
Single unit, for two or three 40- 
watt or two 100-watt lamps. 


baat Be Two Effective Types of 
: Industrial Lighting Fixtures 


DAY-LINE 
“W” and “ws” 
Series 
with 
“Snap-On” 
© Reflectors 


The 


“W" Series—non-metallic reflectors 


Heavy-duty RLM Day-Line Industrial Fix- 
tures are again available with porcelain 
enamel reflectors—plus DAY-BRITE’S ex- 
clusive “ice-tong hangers” which assure 
low-cost installation speed. With these 
unique hangers, it is ummecessary to spot 
exact center locations. For any type of sus- 
pension, they are merely positioned parallel 
with the length of the fixture channel. 


The Day-Line Series “W” and “WS” In- 
dustrial Fixtures are furnished with either 
porcelain or non-metallic reflectors. Both 
are RLM approved. (See description 
below.) 

Get full information on all types of Day- 
Brite Fluorescent Fixtures. Contact your 
nearest Day-Brite Engineering Representa- 


tive, or write for descriptive Bulletins. 


DAY-BRITE LIGHTING, INCORPORATED 


5443 Bulwer Avenue... St. Louis 7, Missouri 


f-i-320<>o 


with Day-Brite’s exclusive “Super-White” 
enamel....The “WS” Series—porcelain 
enamel reflectors.... Both types available 
for single-unit installation in two 40-watt, 
three 40-watt and two 100-watt models. ... 
Write for Bulletin F-76. 


Nationally distributed through all leading electrical supply houses 
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there'll be ...when appliances and equipment 


can again be manufactured, thousands 


ery: | Money of home owners will insist on a new 


e - Emerson-Electric Kitchen Ventilator 
iki Bad Air wi  ...Ads like this page, appearing cur- 
rently in American Home, will guide 


buyers to Emerson-Electric Dealers. 
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A BULLDOG MESSAGE FOR WHOLESALERS 


This reproduction of a current industrial magazine advertisems 


contains valuable information for wholesalers and their salesmen 


FROM E: 
BOMBERS 




















sion 
There’s a big peacetime job ahead for portable tools, cranes, 
hoists and other “moving loads” . . . as big a job as they have 
had in the last three years of war production. 

And, when reconversion starts, plants equipped with Bull- 
Dog Industrial Trol-E-Duct will find their mobile power 
problems solved. 

Only Industrial Trol-E-Duct has fully met the need for safe, 
convenient, flexible power that travels along with the tool or 
other moving load. Like other BullDog bus duct systems, it 
can be quickly moved to any location — readily adapted to 
any shop set-up. 

We invite you to call on expert BullDog engineers for help 
in your reconversion planning — and we'll send descriptive 
folders promptly on request. 


Help Invasion Roll—Buy More War Bonds 


No more open trolley wires—no more 
hi long, dangling cords — with BullDog In- 
MANUFACTURERS OF dustrial Trol-E-Duct. Safety goes up, pro- 
VACU-BREAK SAFETY ELECTRIC PRODUCTS co. duction losses go down, and big savings 

are effected in wiring and fixed equipment. 
fev hs: «mia meson BOX 177, R. PK. ANNEX Not only as a feeder for portable tools on 
* SAFTOFUSE PANELBOARDS DETROIT 32, MICHIGAN moving assembly lines, but also as a feeder 
* CIRCUIT MASTER BREAKERS BullDog Electric Producto for cranes and hoists—Industrial Trol-E- 
* BUSDUCT SYSTEMS Canada, Ltd. Foronl Duct is an indispensable helper in all kinds 


in All Principal Cities of plants, 





i 
Field Engineering ‘Offices 
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You have seen the Ever-Lok many times and probably have used the “turn 
of the wrist’’ and heard the quick snap of the automatic locking device. 

But do you realize that Ever-Lok is now available in a dozen differ- 
ent standard forms, that it can replace your present receptacles without 
new boxes and that it is a stock item readily obtainable through leading 
jobbers? 

There is nothing complicated about Ever-Lok. Contacts are self 
aligning and provide positive grounding. It is impossible to connect up 
the wrong way. The all-steel casing is dustproof, corrosion resistant and 
rugged enough for the heaviest duty. 

Ever-Loks are also made for conduit, outlet box, flush and floor 
mountings, for reverse —or multiple service and weathertight if desired. 
Ideal for portable equipment, test benches, outdoor applications such 
as communications and any service where interruptions must be avoided. 

Manufacturers of portable electrical equipment can insure continu- 
ous service of their product by installing Ever-Lok as a part of the 
original equipment. Ask any electrical jobber or contractor. 


RUSSELL & STOLL COMPANY 
125 BARCLAY STREET - NEW YORK 7, N. Y. 
_ EXPLOSION-PROOF, WATER-TIGHT, AND EVER-LOK =; 


— a 

















10 





WHOLESALER’S SALESMAN — August 1944 















nl 









The switch must be OFF before the door can be 
opened. Thus, protection against live parts is assured 
by the Type A 


SHUTLBRAK 
SWITCH 


These switches may be used singly — banked in groups 
— assembled in well-designed switchboards or panel- 
boards — or installed as plug-in units on @ Busduct 
...On motor circuits at service entrance —or on 
installations requiring an operating switch — they give 
efficient dependable service. 

The @ Shutlbrak Switch is unique in that the contacts 
are shuttled on and off — with the roller type main 
contact and the auxiliary contacts enclosed in an insu- 
lated shuttle. This shuttle assembly, in turn, is entirely 
surrounded by insulating material. 


@ Kamklamp (pressure type) Fuseholders take either 
ferrule or knife-blade types of fuse terminals. The new 
@ Solderless type Pressure Connectors assure perfect 
contacts. 

Capacities: 30 to 1200 amperes, inclusive, for 250 
volts AC or DC, and 575 volts AC, in 2, 3 and 4 pole 
types...Approved by Underwriters’ Laboratories, Inc. 


For detailed information 


and suggested specifications for ( Shutlbrak Switches, Switch- 
boards and Panelboards, write for illustrated Bulletin 70... 
Frank Adam Electric Company, Box 357, St. Louis (3), Mo. 
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CONTACTS 
“MAKE” of 
“BREAK” 


@Kamklamp 





Load Contact 
Flenible Line Contact 


Shurtle Enctosure 
for Movable Contacts 












The above cuts show details of shuttle assembly, contact 
design, and (f) Kamklamp Fuseholders. 


Kamklamp 
Lev 


er 
(closed) Lever 














Line 
Pressure Contact 


Pressure 
Screw 


Molded 
Base 


Fuseholder 
One Piece 
Base 


One Piece 


Pressure Connector 


Details of €) Kamklamp Fuseholders and @) Solderless 
Type Pressure Connector. 







Operating Rod 
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There ought to be a Hall of Fame 


for Ventilating Contractors 


A rush order to remove explosive 
gases from a powder plant. 

A hurry-up call to exhaust dust- 
laden air from a magnesium foundry. 

A pressure blower to supply air for 
process work. 

Equipment to furnish fresh filtered 
air in plants producing rubber, petro- 
leum, steel, glass, plastics, aircraft and 
Radar. 

These are the vital tasks of America’s 
Ventilating Contractors and Dealers 
today. Their efforts help to get top 
production. 

As one maker of much needed war 


AMERICAN BLOWER 


AMERICAN BLOWER CORPORATION, DETROIT, MICHIGAN . Lae 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO wy 
Division of American Rapiator & Standard Saritary corporation 


goods put it, “The services of one of 
your contractors made it possible for 
us to deliver the goods on time. There 
ought to be a hall of fame for Venti- 
lating Contractors like him.” 


Tomorrow, after Victory, the lead- 
ing Ventilating Contractors and 
Dealers in America will again fill all 
your wants in air handling with time- 
proved American Blower Ventilating 
Equipment. They will make it possible 
for all to have good ventilation at the 
minimum of cost. 


Then, as always, good ventilation 
will be good business, 
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New Haven 
New York 





Buffalo 








Detroit 





Toledo Philadelphia 


Pittsburgh 
Indianapolis 
Richmond 


* Sound and realistic engineering. Leader Engineers are 
steadily working toward scientifically improved lighting. 


* Careful manufacturing in a modern plant using up-to-date 
equipment and principles. 


* Mass production of a complete high quality line of fluorescent 
fixtures at a cost range within everyone's reach. . 


* These Leader factors combined with high quality standards 
have brought Leader to the front. Leader is recommended and 
distributed nationally. - 


CONTACT YOUR NEAREST LEADER REPRESENTATIVE 


New Orleans Richmond St. Lovis Los Angeles Pittsburgh 
Boston Atlanta Kansas City Minneapolis Toledo 

New Haven Detroit Denver Buffalo Indianapolis 
New York Chicago Seattle Philadelphia Houston 


San Francisco 


x Distributed only through the Setter Electrical Wholesalers 


eLacrTaic MFG. core 
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THIS 


‘PINCH HITTE 


IS NOW A REGULAR 


Wauen the use of metal for fluorescent light- 
ing fixtures was restricted, an entirely new 
product—Masonite* Reflector Shapes—was 
sent in as a “pinch hitter.” 

Today, these streamlined, non-metallic re- 
flectors have scored such a tremendous hit 
that they now are definitely on the “regular 
team’’! Yes, they have won permanent accep- 
tance by manufacturers throughout the 
country. More and more men in industry have 
discovered that these unique hardboards offer 
very distinct advantages. 

Masonite Reflector Shapes weigh amazingly 
little. They’re easy to handle, cut shipping 


MASONITE 


* TRADE-MARK REG. U.S. PAT. OFF. COPYRIGHT 1944, MASONITE CORP. 





costs, can be installed quickly and serviced 
economically. Yet this dense material has 
rugged strength . . . resists moisture . . . has 
low electrical conductivity . . . is non-scaling 

. . will not rust. And it takes fine reflecting 
finishes easily. 

Here is the new lighting fixture of today— 
and tomorrow! If you are not already using 
these modern, money-saving reflectors, now 
is the time to give them a trial. You, too, 
will find them worthy of a permanent place 
in your plant. For complete details, please 
write Masonite Corporation, 111 W. Wash- 
ington St., Chicago 2, Illinois. 


Awarded to the Masonite Corp. 
Plant at Laurel, Miss. 
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Dept. WS8-8 





Submitted to Under- 
writers’ Laboratories 
Inc., for approval. 

Submitted to Electrical 
Testing Laboratories, 
Inc., for certification, 


PAT. NOS. 2200443 - 2228210 


Locks Out... Resets AUTOMATICALLY 


NEW AND DIFFERENT. The most effective starter yet produced. 
Outstanding contribution to effective operation of fluorescent lamps. 


Positively cuts out deactivated, flickering, blinking lamps. 


When trouble is detected the starter automatically 
cuts off current to the ballast and lamp. 

Gives long life to ballast because defective lamp 
is locked out. Prevents overheating. 

When Lloyd AUTOMATIC locks out defective 
lamp—turn off the current—Remove defective 
lamp—Put in a new lamp. 


Allow at least one minute to make the above 
change of lamps: Turn on current. The starter au- 
tomatically lights the new lamp. 


NO NEED TO DO ANYTHING TO THE STARTER 


5 


Lloyd NEW PLASTIC CAN has higher dielectric strength, 
is stronger, lighter, distinctive. 


Knurled rim on plastic can insures positive grip for 
insertion and removal of starter. 


Plastic can is sealed. No projecting lugs to cause trouble. 


The life of the AUTOMATIC starter is many times greater 
than that of the average lamp. 


It saves maintenance costs and power consumption. 
protects and insures longer life to the ballast and lamp. 


Tested in production and prior to shipments to insure 
perfect performance. 


LLOYD PRODUCTS COMPANY 


Providence 5, R. I. 
Representatives in 23 Leading Cities. Export Office: 13 E. 40th St., New York, N. Y. 
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DUPLEX 
RECEPTACLE 


built for service 


CJ 






EASY-TO-FIND SLOTS for 
effortiess insertion of dou- 
bie“’T,” paraliel, tandem or 
polarized-bladed plug caps. 





HEAVY-MOLDED BAKELITE 
body and back plate, strong 
and moisture proof; com- 
pletety enclosed and insu- 
lated current-carrying parts. 





EXTRA-HEAVY TERMINALS 
and contacts. Spring con- 
tacts of special alloy firmly 
grip both sides of plug cap 
blades. Will accommodate 
No. 10 wire. 


b 
It pays to put in strong and enduring units like 







this Bryant duplex receptacle. 


Quality materials, correct design and rugged 


RIGIDLY-NESTED YOKE, se- 
curely anchored to entire 
unit. Plaster ears easily re- 
moved if not required, 





cornstfuction make it a safe, long-service device. 


Note the outstanding features illustrated 


and described at right. 


Specify Bryant devices from your electrical wholesaler ’ WAN IV) 
A 


ma 
THE BRYANT ELECTRIC COMPANY CARRIER, oaseneed eves 


BRIDGEPORT, CONNECTICUT pt Ne Stak cme al ' 


aration from materials on 
which mounted. 














NEW YORK + CHICAGO «+ SAN FRANCISCO «+ LOS ANGELES 
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12 REVISED SPECIFICATIONS 
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RLM Specification No. 1= 


FOR INDUSTRIAL 


Ready for Your 
Use Early in 
August 


Dome Reflector 
RLM Specification No. 2— 
Deep Bow! Reflector 
RLM Specification No. 3— 
Symmetrical Angle Reflector 
RLM Specification No. 5 
** Fluorescent -Lamp Closed-End 


RLM Specification No. 6— 


48” Fluorescent Three-Lamp Closed-End 
Porcelain Enamel Unit 


RLM Specification No. 7— 
60°’ Fluorescent Two-Lamp Closed-End 
Porcelain Enamel Unit : 


RLM Specification No. 8~ 
** Fluorese wo-lamp 
Great I otaeo Unk 


“* Fluorescent Two-Lamp Open-End 
Secslate Enea! Unit 


RLM Specification No. 12— 
. scent Two-Lamp Open- 
Ce eet Enamel Diffuser Unit 


*RLM Specification No. 18— 


Glasstee! Diffuser 


STILL AVAILABLE 


RLM Emergency Specification No. 15— 
48’ Fluorescent Two-Lomp Open-End 
Non-Metallic 


Reflector Unit 





LIGHTING _ 


Pica i ali a 


va 


@ Latest specifications for industrial lighting units 
built to RLM Standards are listed in panel at left. 
These revised RLM specifications, representing 
months of careful engineering study, research and 
tests, establish a new high standard for light output 
efficiency in RLM labeled industrial lighting fixtures. 


Through the use of these new RLM Official 
Standard Specifications, covering vital construction 
and performance for each of the 12 reflectors and 
Fluorescent Lighting Units listed, you secure posi- 
tive assurance that your RLM Certified Products 
provide the maximum in lighting efficiency and 
economy. 

All industrial lighting units certified by RLM 
Institute to conform to these up-to-the-minute 
specifications are identified by the RLM LABEL. 
Copies of the revised RLM Specifications can be 
secured from manufacturers using RLM inspection 
and certification service, or direct fram ALM 
Standards Institute. 


NOW 





tc Now is the time to find-out what BIG BEAM on: 
Searchlights will mean to you for future profitable ®& gre ey 
selling. Comparatively few of the many possible Pi NYO 
users of BIG BEAM have them op know the full | ~ 4 Se 
story about them. The reason is that we have been ~ ~ 
devoting all our efforts to the needs of our gov- % Q) ® 
ernment and the results of that experience S24 A) 

can now be offered for the many applications ! wx 2 aw 
represented in the column to the right—appli- & © 

cations which represent the swing to normal ~) — 

consumer needs. We suggest you “ & z 


send for our catalog which gives 
complete descriptions, uses, mar- 
kets, etc. and look it over care- 
fully — this will help you to do a 
good selling job on 

BIG BEAM Portable 

Electric Rechargeable 
Searchlights. 


| © 
fa < 























PARTIAL SCOPE OF 
BIG BEAM USES: - 


Public Utilities 

Telephone Companies 
Railroads 

Fire and Police Departments 
Industrial Concerns 
Contractors 

State and Federal Institutions 
Hospitals 

Ambulance Operators 
Airlines 

Mines 

Warehouses 

Steamship and Barge Lines 
Sail and Motor Boats 

Bus Operators 

Cross Country Truckers 
Subway and Tunnel Workers 
Farms 

Light House Service 

Coast Guards 

Hunting, Fishing, Camping, 
etc. 


U-C LITE MFG. CO. 





11] EAST HUBBARD STREET 
Chicago 11, Illinois 
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OU WOULDN'T HAVE WANTED 


IT ANY OTHER WAY 


Billions of feet of “U.S.” wires 
and cables have been shipped to 
our fighting fronts . . . wires and 
cables badly needed by you here 
at home . . . but indispensable to 
our Armed Forces. 

Much of that huge output was 
Laytex Wires and Cables, in heavy 
demand on the domestic front. 
But you understood... you did 
not question the right of our Army 
and Navy to every foot of it. 

It was natural that Laytex 
should be required for many mili- 


tary services — communication, 


SERVING 


signaling, data transmission, 
searchlight and gun control. For 
Laytex is an unusual wire devel- 


opment. It is lighter and more 





flexible than any other wire of the 
same capacity. It is especially val- 
uable for military uses in swamps, 


deserts, rough terrain — even 


under-water services. 

The men and women of the 
Bristol, R. I. plant of the U. S. 
Rubber Company, makers of 
Laytex Wires and Cables, have 
been given the Army-Navy “E” 
for a job well done. In expressing 
appreciation to them we are not 
unmindful of the share you, our 
customers, have had in this effort 
. .. you who have so willingly set 
aside plans and made the best of it, 
until Laytex is again available. In 
the final analysis, you wouldn’t 


have wanted it any other way. 


THROUGH SCIENCE 


UNITED STATES RUBBER COMPANY 


1230 Sixth Avenue 


Rockefeller Center « 


New York 20,N. Y. «+ 


In Canada: DOMINION RUBBER CO., LTD. 


Listen to the Philharmonic-Symphony program over the CBS network Sunday afternoon, 3:00 
to 4:30 E.W.T. Carl Van Doren and a guest star:present an interlude of historical significance. 
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=~ 
T ISN’T WRONG to day- 





"KG 
dream a little bit ... to 


lean back for a moment and picture your 
life as you hope it will be. For, out of the 
dreams of a war-torn world will come the 
practical plans for a welcome peace. 

The bonds you are patriotically buying 
now—these are the practical means that 
will lead to the fulfillment of some of 
those dreams — the house you've always 
cherished...warm, friendly, gracious, for 
all the years to come. But it will take 
more than dreams and more than money 
to make it a reality. 


Plan your house now! 


START RIGHT— 
WITH AN 


ARCHITECT. 


Name 
Street 


 — 





FREE... GET THIS NEW ILLUSTRATED BOOK! 


EDWARDS AND COMPANY, NORWALK, CONN, 77 
Please send copy of book “How to Plan Your New Home.” 


It will take the vision and 
intelligence of an architect 
to turn that glowing daydream into a sen- 
sible home. His training and experience 
help you to avoid the heartbreak of a 
misbuilt house. His counsel is your best 
guarantee for lasting beauty of design, 
fair resale value, low maintenance cost. 


Imagine building a school or a skyscraper 
without an Architect-Engineer! The same 
expert help will make your house attractive 
and livable. Why not protect your invest- 
ment with an architect. 


EDWARDS 


NCE r » 872 
ae ~~ 


ELECTRICAL SIGNALING 


Bells - Chimes - Telephones > Alarms 


for Homes, Offices, Schools, Hospitals 


_State 











(Save Postage —Paste Coupon on Penny Post Card) 
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| for the 
Architect 
_-and YOU! 


@ More business for the ar- 
chitect means more business 
for electrical wholesalers and 
contractors. That’s why you'll 
be interested in keeping 
abreast of Edwards’ cam- 
paign to sell the architect's 
services to people who plan 
to build as soon as the war is 
over. That’s why we repro- 
duce the advertisement at the 
left—the fourth of a series 
' now running in “Time” and 
“American Home.” 


| @ The terrific response to this 


| campaign (over 28,000 re- 


quests to date!) is an indica- 
tion of the part the architect 
will play in building postwar 
America, and just as strong 
an indication that more and 
better wiring and equipment 
will be used. 


@ A copy of the booklet that 
has created such a stir among 
the building public is yours 
for the asking —just use the 
coupon at the left. 
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Au Geatwed ALL METAL > 


for either conventional or 
insta-start lighting ..... 





No. 125-A Series 


No. 45-A Series 


Ye ate ge Se 


LIGHTING PRODUCTS INCORPORA 


- FLUORESCENT INDUSTRIALS 


eeu 


Te) 0 SS eee |e 
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CAPACITY: Without Receptacles, up 
to 10 No. 12 R.C. Conductors. With Re- 
ceptacles, up to 6 No. 12 R.C. Conductors. 


@ Versatile and widely adaptable Wire- 
mold methods save time and money and assure 
the efficiency of the finished job. Hére,’ for ex- 
ample, Wiremold No. 2100 Plugmold, spanning 
overhead beams, has been used as a complete 
wiring system for industrial fluorescent units. 
Connections to lighting units are made by simply 
plugging in to the Plugmold, greatly simplifying 
maintenance of fixtures. 

Similar time and cost saving ideas are con- 
stantly being developed by Wiremold engin- 
eers and ¢ontractors. 





<3 \27H . é 

Nsaideet y Write for latest Industrial Bulletins and 
- ist 

Teceptacl® Data Sheets. 






No: hot 
No. 2127 Re eceprac® 


P08 KNOW YOUR 


Recep 


JiIREMOL 


AND YOU KNOW THE ANSWERS 


WIREMOLD CAN HELP YOU 
PRODUCE FOR WAR... 

t 
WHILE YOU PLAN FOR PEACE! 


THE WIREMOLD COMPANY, HARTFORD 10, CONN. 


wavy 
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HOOK-UP WITH 
T&B LOCK-TITE 


(SOLDERLESS) 


LUGS AND TAPS 








—AND MAKE YOURSELF A COUPLE 
OF SURE BETS 


Bet No. 1. 


Pressure Connectors will save your customer time and 


These three versatile Approved T&B 


money because they install fast and stay fast, and because a 
small assortment will hook up any type of cable of any size 
up to 1,000,000 CM, and because they are salvageable. 


Bet No. 2. 


get these Lock-Tite fittings direct from us. It has been tried 


No customer of yours can by-pass you and 


many times, never with success. Our answer is always the 
same: The reason we sell T&B products only through the 
Electrical Wholesaler is because we believe that he provides 
the only economically sound channel for distribution of 
electrical products. We couldn’t begin to duplicate his valu- 
able routine and emergency services except at prohibitive 


costs. 





All that you as a T&B Wholesaler’s Salesman have to do is 
to sell yourself on these Lock-Tite Lugs and Taps, and then 


step out and cash your bets. 


INEGRPORATED 


ELIZABETH,1,MEW JERSEY 


tas 
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LOCK-TITE LUG 


7 sizes take all cables 
#4 to 1,000,000 CM 








HINJON 
JUNIOR 


12 sizes tap all 
mains #8 to 
1,000,000 CM to 
all branches #14 
to #1. Solid or 
stranded. 














LOCK-TITE TAP 


6 sizes tap all mains 
1/0 to 500,000 CM to 
branches 


#2 to 
500,000 CM 








In Caneda: Thomas & Betts Lid. Montreal 


If you need any Bulletins on the 
Lock-Tite Line write Dept. WS-8 
for them. 


manufacturers of electrical fittings since 1899 


THE THOMAS = BETTS CO. “pon 
eo: 








...in ROEBLING 
pittialelticel am <-)(ehatelal- 


Electrical wire and cable of top quality, capable of delivering 


QUALITY PRODUCT: 


service that means satisfied customers and repeat business. 





A line of electrical wires and cables that is complete and 


COMPLETE LINE: 


permits supplying the requirements of every user. 


a reasonable profit. 


A business relationship in which the status of competition 


CLEAN-CUT POLICY: 


and territories is clearly understood and abided by. 


Thorough-going sales assistance in the form of industry- 
wide advertising, frequent direct mail contacts and engi- 


SALES CO-OPERATION: 


neering service made available through the distributor. 


\ 
\ 

FAIR PRICE: { A price basis that permits competitive selling, yet assures 
\ 





ROEBLING @ epee nescence 


Rolled Strip * Aircord, Swaged Terminals 
and Assemblies * Round and Shaped Wire 
Wire Cloth and Netting * High and Low 
Carbon Acid and Basic Open Hearth Steels 
Suspension Bridges and Cables * Electrical 
JOHN A ROEBLING’S SONS COMPANY Wires and Cables * Aerial Wire Rope Systems 


TRENTON 2, NEW JERSEY 


Pacemaker in Wire Products 


Branches and Warehouses in Principal Cities 
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SELLING POINTS 






















Lamp tubes and bulbs are ideal supply items. Every customer and prospect uses 
POINT lamps. The repeat business is sure and steady month in and month out. The proved 
i, 1 atl advantages of better industrial lighting are creating a steadily expanding market 


for quality lamps. 


POINT ” Champion Lamps are more than just staple items, they are profit items. The Champion 
? ” selling franchise puts you in a position to build steadily profitable volume at lowest 
i handling cost. 


Champion Lamp quality and sustained excellence of performance keep your lamp 
customers sold. Back of Champion quality are the production and service resources 


of one of the largest and strongest producers in the lamp industry. Trained field 





men provide prompt assistance on all lamp and lighting problems. 


Pe The Champion Diamond and what it stands for is recognized by industry as a sym- 
POINT bol of lamp quality and economy. Champion industrial advertising is steadily broad- 
ening the acceptance and appreciation of Champion Fluorescent and Incandescent 


Lamps. 


a" 














CHAMPION LAMP WORKS 


| aL URS GLASS 


Rees ee eae en ee ee 
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PARANITE WIRE AND CABLE CORPORATION 


JONESBORO, INDIANA 
Division of 
ESSEX WIRE CORPORATION 
FT. WAYNE, INDIANA 
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TWO WAYS TO MAKE SURE 
YOU GET THE BEST 
IN PLANT CIRCUIT PROTECTION < 





GET THIS “QUICK SELECTOR” 


This new QUICK SELECTOR Catalog concisely 
presents selection . . . ordering . . . application 
information on the complete Westinghouse line of 
circuit protection equipment. It lists standard types 
available . . . describes electrical and mechanical 
features . . . gives dimensional data. Ask your 
Westinghouse distributor for your copy today. Or, 
write Westinghouse Electric & Manufacturing 
Company, East Pittsburgh, Pa., Dept. 7-N. 








944 
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Your Westinghouse distributor can give you two quick answers 
to your circuit protection problems. 

The first is Westinghouse AB-I (fuseless) Circuit Breakers 
which reduce service interruptions. The other is the dis- 
tributor’s own “how-to-do-it” ability . .. knowledge drawn 
from Westinghouse circuit protection headquarters and expe- 
rience gained in similar applications for countless other 
customers. 

The accurate Bi-metal acts only when the circuit is actually 
threatened. Momentary or harmless overloads won’t cause 
unnecessary “time outs”. “De-ion’’ arc quenching minimizes 
the effects of arcing—avoids production delays for inspection 
and maintenance. 

Interruptions, due to dangerous overloads, are shorter... 
there’s nothing to renew or replace . . . service is restored 
in seconds! 

Call your Westinghouse distributor for prices and delivery. 


J-90517 


SEE YOUR WESTINGHOUSE DISTRIBUTOR FIRST! ‘&: \ Vestin house 


PLANTS IN 25 CITIES . OFFICES EVERYWHERE 
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How Four Leading 
Manufacturers are Helping 
Save Precious Paper 


for Uncle Sam 


A BIG OIL COMPANY—“In 1943 we re- 
duced the number of issues of our 
house publication from 12 to 6. 
Our employe house organ was re- 
duced in size as were our dealer 
window displays, and all promo- 
tional material was kept to the 
smallest possible size.” 


A BIG DRUG COMPANY — “The weight 
of our corrugated board was re- 
duced to the minimum necessary 
for protection to our goods in 
transit. The weight of board used 
on some items was cut almost in 
half. We increased the pack per 
shipping case on many items 
where doubling of the quantity in 
each case would not result in an 
unwieldy or hard-to-lift unit. Nests, 
partitions and liners were dropped 
right and left. Package insets have 
been dropped except on one item.” 


A BIG CHEMICAL COMPANY — ““Where 


100-pound basic-weight paper had 
been specified as desirable, the 


GV 


lightest practical weight is now 
used. All pieces and forms are care- 
fully checked for reduction to next 
standard smaller size, excessive 
margins, and number of pages or 
parts. The Company has adopted 
single typewriter spacing where 
practical, typing on both sides of 
the sheets, pruning lists, and all 
such miscellaneous practices 
Wastepaper at our plants and of. 
fices is not burned but baled to 
reach paper mills for conversion.” 


ANOTHER BIG DRUG COMPANY— “In 1943 
we stopped issuing an almanac. We 
had been sending out around 
twenty million. We also discon- 
tinued our small booklets, the edi- 
tion of which was some thirty to 
thirty-five millions. For 1944 we 
kept the ban on booklets and also 
cut out the printing of twenty mil- 
lion calendars.” 


These quotations are from reports 
to the A.N A. Paper Committee 





USE LESS PAPER — SAVE ALL WASTEPAPER 








This advertisement contributed by this publication and prepared by the War Advertising 
Council in cooperatica with the War Production Board and the Office of War Information. 
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MASTERPIECE of Fluorescent Engineering 
MMS: ee ae eae 





The ideal commercial fixture .. combining highest efficiency, 


modern design, minimum glare and low maintenance costs 


All the elements of correct design have been 
incorporated in this outstanding fixture. The 
light from the four 40W tubes is shielded by 
evenly-spaced egg-crate louvres, minimizing 
glare. Reflecting surfaces, finished in ‘‘Plastox”’ 
white (88% reflection factor) are so arranged 
as to eliminate “trapped light’”—resulting in 
high intensity with low surface brightness. 
Plastic side panels shield end tubes and con- 
tribute to the smart streamlined appearance 
of this modern unit. 


PLANT STANDS BEHIND 
THE ELECTRICAL 
WHOLESALER 


In spite of shortages 
and resrictions, Spero 
has continued to make 
and supply customers 
its regular line as far as a 
Spero products are sold only 
through legitimate electrical 
wholesalers. 










Made for stem or flush mounting. For stem mount- 
ing unit is equipped with an attractive ceiling can- 
opy- Louvres are hinged for easy maintenance. 
Available with Spero Insta-lite—providing instan- 
taneous lighting and still further reducing mainte- 


nance costs by eliminating starting switches. 


NOTE TO WHOLESALERS: Now is the time to be- 
come the distributor for this exceptional unit, the 


Spero LVR-448. Write for details. 





SPERO INDUSTRIAL FLUORESCENT 


A complete line of correctly engineered 
fixtures for Industrial Installations is of- 
fered in the Spero line. Sizes for 40W and 
100W tubes. All have metal reflectors, 
with reflecting surfaces 
finished in “Plastox" 
white. Available with 
Insta-lite. 








SPERO ELECTRIC CORPORATION 


fae) S93 BS oe. 
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As the Pace of Business Quichens 

























LOST HOURS 


more than ever mean 
LOST DOLLARS 


KILLARK FITTINGS are designed for fast, easy instal- 
lation so that there is no lost time with dollars wasted. 


KILLARK FITTINGS are made with “flat backs” and 
that’s a thing of importance to contractors. Consider 
these advantages—KILLARK FITTINGS lay flat and 
stay put—they are easier to install and elirhinate a 
lot of worry and bother —contractors are money 
ahead after each installation. KILLARK FITTINGS 
have greater strength and are lighter in weight. The 
line includes flush switch fittings, vaporproof light 
fittings, and explosion-proof fittings for hazardous 
locations, They are stocked in thirteen major cities. 


QUICK EFFICIENT DELIVERY OF 


KILLARK FITTINGS 


NOW BECOMES INCREASINGLY 
IMPORTANT TO YOU 


The fact that you can get all types of KILLARK 
FITTINGS quickly means that you can have imme- 
diate advantage of these modern fittings with the cost 
savings that come with each installation. 


There are more than 2500 fittings in the KILLARK 
Line and they help in making each job a good ap- 
pearing one. 


Ask for the KILLARK Catalog. 


CONDUIT FITTINGS 
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THE NATIONAL DEBT — 


and Your Postwar Job 











Coming upon the heels of a ruinous ten- 
year depression, this war has once more made 
it clear to us that the strength of our country 
depends upon our ability and willingness to 
produce. Until the world conflict eclipsed 
the depression, we saw what failure to use 
our productive capacity can do — even to a 
country potentially as rich as ours. 

The stark reality of war finally shocked us 
out of our economic lethargy. The necessity 
of supplying our Armed Forces with almost 
unlimited quantities of goods unleashed our 
inventive genius and revealed to us our real 
capacity to produce. It indicated what our 
standard of living might be if, in time of 
peace, we used our full productive capacity. 

Today we are producing more than all 
the other nations combined, half again as 
much as in 1940. Today our production is 
insuring victory to our fighting men. 

But what of the future? 

Already our national debt has reached 
astronomical proportions, and it is going 
higher. The depression years’ fear of insecur- 
ity that all but paraly zed our spirit of enter- 
prise, our inventive genius, and our natural 
instinct for expansion, appears likely to re- 
turn promptly if industrial activity again is 
curtailed for long because of unwise public 
policies. 

This war is being fought to make men 
free. But our economy cannot be kept free 
through military conquest alone. There is 
another responsibility which we on the 
home front cannot avoid any more than we 
can build walls around our future. That is 
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the problem created by our frightening pub- 
lic debt. 

This is a two hundred billion dollar war. 
It affects the lives of every one of us. At the 
end of this war, the public debt of the 
United States will be at least ten times the 
twenty-five billion dollars that it was at the 
end of the first World War. It will be almost 
twice the present annual national income of 
the country. The interest charge alone will 
be about 4 per cent of the national income. 
If the burden were spread evenly, interest 
alone would take at least $80.00 of every 
worker's income per year, or approximately 
$1.60 out of each and every weekly pay 
check. 

Some people fear that the heavy taxes re- 
quired by the debt will keep the country 
poor by obstructing employment and limit- 
ing the output of goods. 

Others believe that the size of the debt 
does not matter because we owe it to our- 
selves. They reason that if A is taxed $100 
to pay $100 interest to B, A has $100 less 
to spend and B has $100 more, but both 
together have the same amount. They, there- 
fore, hold that the demand for goods and the 
volume of employment remain unchanged. 

Which view is correct? 

Is our huge debt bound to be a crushing 
burden which limits employment and low- 
ers the nation’s standard of living, or will 
it simply redistribute income? May the pub- 
lic debt under certain conditions even be 
used to help increase employment and raise 
our living standards? 





Most people, rich and poor alike, find it 
difficult to believe that the national debt 
“Sust doesn’t matter”. They know that the 
interest alone on this huge debt will be 
almost equal to the total amount of taxes ever 
raised before by the government for all pur- 
poses in any peacetime year. They find it 
difficult to follow the kind of reasoning that 
suggests increasing the already mammoth 
debt year by year in order to maintain full 
production and employment. They fail to 
see how this “debt raising” can go on indefi- 
nitely. 

On the other hand, the records show that 
other nations have more than once success- 
fully managed even greater debt burdens 
than will confront the United States after 
the present war. The interest on the British 
debt after the Napoleonic Wars was nearly 
8 per cent of the national income, and after 
the first World War was over 7 per cent. But 
despite heavy taxes and some unfortunate 
mistakes in economic policy (such as restor- 
ing the prewar pound), per capita real in- 
come in Great Britain rose about 31 per 
cent between 1920 and 1929. In fact, it rose 
as rapidly as it did in the United States. The 
world depression was far less severe in 
Britain than it was in the United States; and, 
by 1936, when industrial production still was 
6 per cent below 1929 in the United States, it 
was nearly 16 per cent above 1929 in Britain. 
Britain’s heavy debt burden proved less of a 
handicap to her during the depression than 
our weak banking system did to us. 

Whether the debt becomes a crushing 
burden or whether we use it to further our 
progress depends upon who holds the debt 
and how the money is raised to pay the in- 
terest. 

Here are the important possibilities: 


. If the expenses of the government, including the inter- 
est on the debt, are met largely by heavy taxes upon busi- 
ness profits—i.e., by taxes upon job-giving—then they 
will reduce employment, output, and our standard of 
living; regardless of who holds the debt. Heavy taxes on 
profits prevent enterprise from expanding current opera- 
tions or enlarging the capacity a its plants, unless the 
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rospects for profit seem certain and the prospects for 
oe are slim. Hence the jobs that might be created to 
take advantage of long chances will not come into exist- 
ence, and the country as a whole will be poorer. 
If the expenses of the government are met largely by stiff 
surtaxes upon the incomes of persons who do a consider- 
able amount of saving, and the debt is, in the main, 
owned by millions of small investors, then the net effect 
of the debt upon the volume of employment and output 
will be fairly neutral. ‘The stiff surtaxes, while reducing 
the savings of the well-to-do, will cause them to avoid 
risky investments and to hold part of the savings of each 
year in the form of cash. ‘This will limit the demand for 
goods and the volume of employment. But this effect 
will be partially offset if millions of small holders of the 
debt are led by their savings in government bonds to 
spend a larger part of their current income. 

. If the expenses of the government are met largely by 
sales taxes or other taxes on small incomes, and if the 
debt is held largely by the well-to-do or by business cor- 
porations, then the effect of the debt will be unfavorable 
to employment and production, The limitation to the 
spending power of the small-income group will reduce 
the volume of investment opportunities, and the transfer 
of income to the well-to-do will increase the volume of 
investment-seeking funds. 

. If the debt is widely distributed among millions of small 
holders, and the expenses of the government are met 
largely by taxes on individuals, if substantial exemptions 
from surtaxes are given for all income invested in new 
plant or equipment, and if there are liberal offsets for 
losses, then the debt will help increase employment and 
raise the standard of living. The millions of small holders 
will gain a sense of security from their accumulated sav- 
ings and hence be encouraged to spend a larger portion 
of their current incomes. The stiff surtaxes will reduce 
the savings of the well-to-do; liberal exemptions for in- 
come put into new plant and equipment, and generous 
treatment of losses, will cause the well-to-do to invest 
their savings in job-giving enterprise rather than to hold 
them in idle cash. 


But what is the situation today? 


Today, non-banking corporations own 
nearly half of the Federal debt, commercial 
banks about one-fourth, and individuals less 
than one-fourth. Not more, and probably 
less, than one-tenth of the debt is held by 
persons earning less than $5,000—although 
these persons receive three-fourths of all 
income. 

‘Today, about half of the revenues of the 
Federal government come largely from taxes 
which must be regarded as taxes upon 
the creation of new jobs. If these con- 
ditions continue, we may be sure that the 
debt will be a disastrous obstacle to a rising 
standard of living after the war. 


What can be done to change this situa- 
tion? 
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To begin with, vigorous steps should be 
taken to get much more of the debt into the 
hands of individuals, particularly of those in 
the small-income group. During the last 
three years, the incomes of individuals, after 
taxes, have exceeded the supply of consumer 
goods by $74.2 billion. In other words, in- 
dividuals have been compelled, by the sheer 
scarcity of goods, to save over $74 billion. 
Of this amount, only $27.4 billion, or 37 
cents out of every dollar, has gone into gov- 
ernment bonds. Indeed, individuals have 
saved more in the form of cash and bank 
deposits than in the form of government 
bonds. The sale of war bonds to individuals 
was most disappointing in the recent drive. 
It was so disappointing, in fact, that I would 
favor a special drive for individuals only, 
to be scheduled before the next general 
drive. During 1944, when the supplies of 
civilian goods are severely restricted and 
when the fighting is at its climax, the Treasury 
will have its best opportunity to persuade in- 
dividuals to buy more bonds. This opportun- 
ity should not be lost. An increase of at least 
twenty-five billion should be the goal for the 
next year. Every citizen should be made to 
understand that by buying war bonds now, 
he is not only helping to win the war; he is 
helping to make possible a more prosperous 
and stable America after the war. 

The efforts to sell bonds to individuals 
should be vigorously continued throughout 
the shift from war production to civilian pro- 
duction. During this period, corporations 
which, up to now, have been the largest 
buyers of government bonds, will need all 
their depreciation allowances and undistrib- 
uted profits to pay for new equipment, and 
to restore their own dealers’ inventories. The 
government, however, will still have large 
bills to settle and will need to sell as many 
bonds as it can for some months after the 
end of hostilities. During this period; the 
demand for most types of goods is likely to 
exceed the immediate productive capacity 
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of industry. Hence, the sale of bonds by the 
government will make for economic stability. 

The huge expenses, including interest on 
the debt, which the government must meet 
after the war, require that the tax system be 
drastically reformed. Today, taxes fall most 
heavily upon those incomes which are the 
reward for increasing production and em- 
ployment, because profits are taxed first as 
corporate profits, and taxed again as divi- 
dends to owners of the corporation. Surtaxes 
are so stiff and offsets for losses so meager 
that the well-to-do capitalists cannot afford 
to encourage and help promising young busi- 
nessmen to start new enterprises. 

A nation whose expenses are as large as 
those of the United States will be after the 
war must be sure that its tax system provides 
incentives, not penalties, for increasing pro- 
duction and employment. 

Should the debt be repaid? Some people 
fear that any reduction of the debt would 
have a deflationary effect and cause unem- 
ployment. An opposite view was expressed 
by Mr. Morgenthau recently: “We have a 
big public debt that must be paid off, and 
the quicker we do that the better.”” Both of 
these views are extreme. Repayment of part 
of the debt during a period of depression 
would increase unemployment. Every period 
of high prosperity, however, would give the 
government an opportunity to pay off part 
of the debt without limiting employment. 
During these periods of prosperity, business 
corporations will sell government bonds in 
order to buy equipment; and many individu- 
als will redeem war savings bonds in order 
to purchase houses, automobiles, and other 
goods. If the government budget runs a sur- 
plus during periods of high prosperity, and 
if this surplus is used to retire some of the 
bonds sold by corporations or redeemed by 
individuals, the country will be protected 
against a disorderly and speculative rise in 
prices. Thus, reduction of the debt can be 
made a device for stabilizing our economy. 
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There are two other reasons why reduc- 
tion of the debt will be desirable. 

In the first place, it will help prepare the 
country financially for a possible third 
World War. Determined as we are that this 
war shall be the last one, common sense 
tells us not to count on this. At any rate, we 
must be prepared for any eventuality. 

In the second place, gradual reduction of 
the debt would stimulate employment by 
creating the expectation of lower taxes. It is 
not generally appreciated how much the 
willingness of individuals and business con- 
cerns to spend money is affected by the pros- 
pects of higher or lower taxes. One of the 
best ways to make individuals and enter- 
prises spend more freely is to convince them 
that taxes will become a little lower, year by 
year. 

Many people have difficulty in visualizing 
the day when there will be a substantial re- 
duction in the burden of the national debt. 
And yet, if the country pursues wise eco- 
nomic policies, there is no reason why the 
debt burden should not be cut in half dur- 
ing the next generation. 

The days of technological progress and 
economic expansion are not over. They are, 
in fact, only well begun. During the Twen- 
ties, the national income in dollars of con- 
stant purchasing power increased by well 
over 50 per cent. Between 1929 and 1939, 
it increased by less than 6 per cent. Perhaps 
the rate of the Twenties cannot be main- 
tained indefinitely; but scientific research 
and development work in industry are laying 
the foundation for very large advances in 
national income. Suppose that the national 
income increases 33 per cent in the first dec- 
ade after fighting stops (say, hopefully, 1945), 
25 per cent in the next decade, and there- 
after at the rate of 20 per cent a decade. In 
1955, the national income (at present prices) 
would be about $173 billion; in 1965, about 
$216 billion; and in 1975, about $257 bil- 
lion. By 1970, the burden of the debt would 
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be reduced by nearly half, even if not a cent 
of it were repaid! 

A huge public debt is a test of the char- 
acter, the common sense, the foresight, and 
the equally important technical and engi- 
neering skill of a nation. It requires that 
tens of millions of small income 
earners be willing to become sub- 
stantial holders of the debt. It re- 
quires that the nation be willing to 
tax itself heavily, but in ways which 
increase the attractiveness of job- 
giving or self-employment relative to 
job-holding; it requires that the na- 
tion be willing to pursue policies of 
expansion and to put a rising income 
for the nation ahead of the pleas of 
self-seeking groups in labor, agri- 
culture, and industry. 

A huge debt may so draw out the hidden 
powers of a people that it makes the nation 
wealthier rather than poorer, stronger rather 
than weaker. 

Up to now, Americans have not met the 
test of a big public debt too well. Individuals 
have saved more in cash than in government 
bonds, and the country has shown little in- 
terest in avoiding the kind of taxes that re- 
duce the demand for labor. These .short- 
comings, I am sure, stem largely from the 
fact that the American people never have 
had the problems of debt and taxation hon- 
estly and adequately explained to them. 

I have confidence in the American people. 
I believe that Americans have the intelli- 
gence to understand this problem of the 
public debt, the character to face their re- 
sponsibility regarding it, and the common 
sense to accept the challenge and make the 
most of it. 


President, McGraw-Hill Publishing Company, Inc. 
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AApPLETON Rubber Co. 


FRANKLIN, MASS. 
OK BRAND and PARATEX Friction and Rubber Tapes 
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In the size of the powder 
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WESTINGHOUSE PRESENTS JOHN CHARLES THOMAS * SUNDAY 2:30 EWT., N.B.C. ¢ 


“TOP OF THE EVENING” e¢ MON., WED., FRI., 10:15 EWT., BLUE NETWORK 
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Pa. sphor powder particles, like human beings, are of infinite variety. Some are fat, 
some leans Some are dull. . . and some are bright! 


Determining the size of particle that has the most sparkle has proved one of the most 


exciting of Westinghouse research problems. 


Out of thousands of batches tested, one size has consistently shown the highest degree of 
fluorescence. This discovery has resulted in the development of phosphor powders with the 


greatest life and sparkle. 


These powders are now used in all Westinghouse fluorescent lamps. That’s why 
the Westinghouse Mazda fluorescent lamp of today delivers bright, high efficiency light 


wherever it is installed. And that’s why it pays to recommend Westinghouse! 


While much of our fluorescent production is earmarked for war industry, we are continuing 
as far as possible to supply fluorescent lamps for essential civilian use. Westinghouse 


Electric & Manufacturing Co., Bloomfield, New Jersey. 


HELP SHORTEN THE WAR...BUY MORE BONDS THAN BEFORE! 


Westin gh Use 
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Standard and Inter- 
changeable Lines 


ARROW 


These popular numbers provide essen- 


tial types for ‘““coming through” on 
residential wiring requirements. Both 
the Standard and Interchangeable 
Line switches have the same degree 
of dependable design and mechanism 


— the ARROW ‘“‘degrec’”’. 


Numbers illustrated above include rep- 
resentatives of the ““TL” Line:- single- 
pole, double- pole, 3-way and 4-way — 
residential type. Also, Interchangeable 
Switches to go with receptacles or 


other units in a single gang. 


ARROW ELECTRIC DIVISION 


DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 
THE ARROW-HART & HEGEMAN ELECTRIC COMPANY, HARTFORD. CONN. U.S.A. 


WHOLESALER’S SALESMAN — August 1944 





TRENDS 





Farmers Cash Last month we presented many 
facts and data to show that wholesalers may well look 
to the rural market for a large volume of business 
when civilian electrical appliances and equipment be- 
come available. Some of our readers may have felt 
that we went a bit too strong in dramatizing the sales 
potentials in that field. 

This month we are glad to add some evidence to 
prove that the farmers will have, and in fact, have 
now, plenty of cash to buy those labor-saving and 
com fort-giving things electrical when they can get them. 
So it comes down to a question of whether wholesalers 
and their salesmen are smart enough to organize their 
contractor and dealer outlets into a smoothly working 
selling team, that can make those farmers spend the 
money they have on electrical things that they need 
just as soon as the products become available. 

Take a look at the following figures, just recently 
released by Business Week. 

Prospects for farmers total cash income for 1944 
are now soaring toward $22,000,000,000 against $19,- 
900,000,000 in 1943 and against an average of only 
$8,100,000,000 for the years 1934-38. 

The dairy farmers’ take will jump to $3,500,000,- 
000. Hogs and beef, each will put $3,000,000,000 into 
the farmers’ jeans. The lowly hen’ has responded to 
the President’s call for more eggs and despite some- 
what lower prices, poultry and eggs will bring in 
$2,500,000,000. Cash from crops is to mount to 
$9,000,000,000 with wheat, truck crops, and corn show- 
ing large increases over 1943. 

It looks to us as if many wholesalers who were so 
located that war-production-boom business passed 
them by, now will have a chance to hit the jack-pot. 


* 


Industrial Music We have frequently pointed to 
the fact that good profit potentials exist in selling 
sound equipment to industrial plants. There is an 
obvious use for sound equipment in staging plant 
rallies, relaying national and local news casts, for sug- 
gestion campaigns, safety drives, and emergency an- 
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nouncements. Numerous surveys made in war plants 
have proven the salutary effect on production where 
music is regularly broadcast over an internal plant 
broadcast system. 

Now along comes the New York University’s Schoo! 
of Education and announces that a regular Course in 
Industrial Music has been added to its summer cur- 
riculum in cooperation with the Radio Corporation 
of America. 

It looks to us that wholesalers, and particularly 
those operating in industrial areas, may well add in- 
dustrial music, sound and intercommunicating equip- 
ment to the lines grouped in a separate electronics de- 
partment provided that they will have that department 
staffed by trained technicians. The average salesman, 
stock or counter clerk just doesn’t have the “know- 
how” to do justice to the sales opportunities that exist 
in this field. 


* 


Casualties and Casualties Previously we have 
referred to various informal contacts with Generals 
and Admirals, high among those who direct our war 
effort, and we have reported that we were deeply 
impressed with a uniformly present and almost fanati- 
cal desire on their part to hold war casualties down to 
the irreducible minimum. Regardless of what the cost 
may be for special war equipment, if the lives of our 
Marines, Sailors and Soldiers can be protected better 
by its use, the boys at the fighting front get it. 

That outstanding results have been obtained in keep- 
ing casualties down to that irreducible minimum is in- 
dicated in a recent published report which shows that 
after 31 months of global war, with United States 
forces fighting all over the world our total casualties 
in wounded, missing, dead and prisoners were only 
261,541 compared with total casualties of only slightly 
less, 259,735 for 19 months of U, S. fighting in World 
War I. 

Meanwhile in the two years since Pearl Harbor, 
1942-43, the casualty list on the Home business front 
shows the huge total of 1,078,000 business “deaths” of 
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(Here’s another ad in the series that brings a vital message to your customers.) 


@ Poor roofing and plumbing are obvious 
features that label a property a “bad risk” 
for financing. Inadequate wiring, although 
not always so obvious, counts for even 
more, 

Naturally you want to guard against 
early obsolescence—whether it’s a home or 
a factory. And of course you want to be 
able to take full advantage of all the elec- 
trical possibilities ahead ...from finger-tip 
home conveniences to latest power devices 


Will inadequate wiring suggest early obsolescence? 


for efficient manufacturing. For either or 
both — adequate electrical wiring must 
come first. 

Make sure of expansion capacity—peak 
efficiency from electrical circuits, service 
equipment. Now is the time to bring these 
important factors into the planning stage: 
your consulting engineer, electrical con- 
tractor, utility power engineer. 

Unwired planning will cost you a lot 
more than planned wiring. a<ne2 





Anuffiwon HELP BRING VICTORY SOONER . BUY MORE WAR BONDS KEY To POSTWAR PRoGntss 
— 


ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4... Sales Offices in Principal Cities 
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which a large part must be charged to the repercus- 
sions of our war effort on private enterprise—and 
mostly small concerns. 

Obviously thousands of those who survive the fight- 
ing at the front are going to find desirable and profit- 
able openings for businesses of their own, will, after 
demobilization, help us to fill up the gaps left by war- 
failures on the business front. Thus they will have 
a chance to reap in the post-war era some of the re- 
wards that their personal sacrifices denied them during 
the war. 


* 


Freeze-Out on Freezers Regutarly established 
distributors and dealers of electrical appliances who 
have hoped to bolster their post-war profits through 
the sale of home-freezers, will face a new type of what 
promises to be rather stiff competition—from the 
operators of frozen-food locker plants. 

Results of a survey recently completed by the re- 
frigerator division of Edison General Electric (Hot- 
point) Appliance Co., Chicago, reveal that of 5,000 
food-locker plants, 80 percent intend to retail home- 
freezer units after the war; 74 percent intend to offer 
expanded services to their customers by retailing food 
products ; 19 percent propose to provide truck delivery 
of frozen foods from locker plant to the home. 

Seems all very formidable, but our money goes 
down on the regular appliance outlet surviving the 
threatened freeze-out. The service that makes a major 
appliance sale stick is not learned over night. 


* 


More lrons The War Production Board has author- 
ized quota assignments of 278,500 automatic house- 
hold irons, bringing the total now authorized to 2,037,- 
838 of which 5,000 will be steam type irons and the 
balance electric. 

Of the latest assignment, largest single quota, 
namely 175,000, went to Chicago Electric Co., while 
Birtman Electric Co. drew 93,500; Industrial Tool & 
Die Co., 5,000; Siles Co., 5,000. 

There will be at least 10 takers standing in line for 
every single iron that reaches a retail dealer but— 
judging by the way Hitler and his gang are being 
kicked around—it will not be long now before Victory 
on the European front will permit the green light on a 
lot of iron and other appliance production. 


* 


J 
Hospitals In an early issue we will feature editori- 
ally facts and figures to show that the hospitals of the 
country represent a large potential market for light- 
ing equipment, wiring materials, electrical specialties 
and electronic products. 

Meanwhile Business leek reports that a survey by 
the American Hospital Association forecasts post war 
hospital expansion worth $1,193,133,985 exclusive of 
hospitals for war veterans. Furthermore, of the 1,683 
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hospitals contributing to that survey, 53.3 percent 
indicated plans for post war building. 

Electrical wholesalers and their salesmen would do 
well to start right now on a systematic campaign of 
building close contacts with the building committees, 
engineers, contractors and others who are involved in 
planning for hospital modernization, new equipment 
and expansion. It’s generally the early bird that even- 
tually catches the worm. 


No Profiteering Even before Pearl Harbor and 


very loudly since then many politicians and labor lead- 
ers have carelessly cast the charges of “profiteering” at 
private business enterprises, large and small. The 
larger a war contract a concern was executing, the 
more often was that charge voiced. 

Now along comes the National Association of Man 
ufacturers and proves with facts and figures that busi- 
ness as a whole has patriotically done its war-time job 
at much less profit than peace-time averages. 

Our war-time industries turned out in 1943 nearly 
300 billion dollars worth of products against only 131 
billion dollars in 1939 but their rate of profit was 10 
percent less on volume, declined from 3.1 percent in 
1939 to 2.8 percent in 1943. These figures should 
stop the scandal mongers, and—it looks to us as if 
those who shouted “profiteering” at business were just 
simply judging others by themselves. 


* 


Wedding Bells No less an authority than the Na- 


tional Industrial Conference Board predicts that in 
the early post-war period we should again reach the 
high level of marriages that has accompanied our war 
effort—which will be more or less a repetition of the 
trend shown after World War I. 

A high level of marriages at a time when consumer 
goods are in plentiful supply will mean that makers, 
wholesalers and retailers of merchandise that is given 
to or bought by newlyweds can look forward to a 
bumper crop of easy-to-get and profitable business. 

To us it means particularly that the echo of those 
wedding bells will ring in the cash registers of thou- 
sands of retailers of electrical lamps, appliances, ra- 
dios, ete.—just another addition to sales volume 
“When That Back-log Buying Boom Breaks.” 


EDITOR 








Standardize on CONDULETS/ 


(CONDULETS are made only by CROUSE-HINDS, 






















A tew of the A few of the 
rhany CONDULETS for ; many CONDULETS for 
non-hazardous locations CONDULETS — the complete line — hazardous locations ’ 


engineered to enable the electrician to 

=e do the job and do it right. There is a 
type for every purpose. 

ag hy ae 





datilenians Arktite circuit-breaking plugs and 


Light, Tumbler Switch Type GUAT Explosion-Proof Type EFS Explosion-Proo! 
and Plug Receptacle receptacles. Junction Condulet Tumbler Switch Condulet 


Vaportight Condulets for use where ex- 
posed to weather, moisture, steam or 
non-combustible dust. 





Type ALC Cushion 


Pisture Hanger tee Fsconuuee . Dust-Tight Condulets for use where 





’ : Type LBH Explosion-Proof 
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Explosion-Proof Condulets for use in 

locations that are hazardous because 

of the probability of the presence of 
; a flammable gases or vapors. 


Type OSA T 
ype GST with 
Fixture Hanger Receptacle Equipment 
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Type ARE Arktite 
Type YSW Vaportight 
Circuit Breaker 





Type GUSC Sayfaden Proof 
Line Starter Condulet 
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EPC Explosion-Proot Type GUB Explosion-Proo! 
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Type VDA Vaportight Type EVA Explosion-Proof n 
Lighting Fixture Condulet Lighting Fixture Condulet i 
with Reflector with Shallow Bow! Reflector 
Type WMK Raintight Type EDP Explosion-Proot . 
Safety Switch Condulet Pane a 
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New York—Philadelphia—Pittsburgh—San Francisco—Seattle—St. Louis—Washingt Resident Product Pa Albany — Atlanta—Charlotte—New Orleans 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. } 
if 
CONDULETS * TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS . 
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NEWA Appoints Robert ¢. Hill 
To Manage Appliance Division 


Experienced appliance man picked to direct affairs 


of recently-formed branch of wholesalers’ association 


OBERT C. HILL has been named 
to be Director of the Appliance 
Division of the National Electrical 
Wholesalers Association, according to 
announcement from Charles G. Pyle, 
managing director of NEWA. The 
appointment was made in conformance 
with the decision of the association at 
its Chicago meeting to leave up to the 
managing director the selection of the 
new head for the appliance division. 

Mr. Hill has spent more than 20 
years in the electrical appliance busi- 
He has been assistant to the 
president of the Council of Electric 
Operating Companies, assistant sales 
manager of the Philadelphia Electric 
Company, sales manager of Allen-In- 
graham Company and field director of 
the Association of Electragists. 

Appliance Division Formed Recently 

The appliance division of NEWA, 
which became a formal part of the 
association at the annual meeting in 
Chicago in April, was the result of 
many years of consideration and study 
of this field by the wholesalers’ na- 
tional organization. 

The increasing attention being paid 
to the distribution of electrical appli- 
ances by members of the association in 
the years immediately preceding Pearl 
Harbor had made the NEWA manage- 
ment cognizant of the need for includ- 
ing in its programs more activities and 
services intended to be helpful to these 
appliance distributors, and indicated 
that the association would have to in- 
crease its number of members among 
those to whom appliances were the ma- 
jor item. 

Under the leadership of past 
NEWA chairman J. G. Johannesen, 
plans were discussed for building up 
the association’s appliance distributor 


ness, 


membership through special induce- 
ments and through local solicitation by 
NEWA members. The stoppage of 
appliance manufacture caused by the 
conversion of those production facili- 
ties to the manufacture of war goods, 
forced that membership plan to the 
shelf. 

In 1943, as part of the work done by 
NEWA’s post-war planning commit- 
tee a plan was presented that was de- 
signed to make the association in post- 
war years the representative national 
association for electrical appliance dis- 
tributors as well as for electrical 
wholesalers. The plan called for the 
setting-up of an appliance division of 
NEWA under the direction of an as- 
sistant to the managing director, and 
the solicitation of memberships from 
the country’s electrical appliance dis- 
tributors. Members of NEWA 


Robert C. Hill 
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serving on this committee were: L. E. 
Latham, chairman; R. Beller; R. J. 
3rown; E. B. Ingraham, and C. 5S. 
Powell. 

Inaugurated at Chicago 

Appliance distributors became an in- 
tegral part of the wholesalers’ associa- 
tion on April 20th of this year at the 
annual Spring meeting of NEWA. A 
total of 119 distributors were accepted 
as charter members of the new divi- 
sion. Mr. E, B. Ingraham, president 
of Times Appliance Company, New 
York, was elected chairman. 

At the first meeting of the appliance 
division, the committee on organiza- 
tion of committees for the group 
recommended the appointment of the 
following commodity committees 
small appliances; radio, television and 
tubes; and major appliances. It 
recommended also the formation of 
the following functional committees, 
the titles of which more or less indi- 
cate the scope of the division’s pro- 
jected activity: freight rates, claims; 
warehousing, deliveries and installa- 
tions; repairs, warranties, and re- 
placement parts; advertising, sales 
promotion and education; sales train- 
ing and store management; legislative; 
time payment financing; market re- 
search, utility cooperation and rural 
markets; and operating cost. 


League Convention 
To Emphasize Jobs 


The development of plans to provide 
more jobs after the war will be the 
general theme of the Ninth Annual 
Conference of the International Asso- 
ciation of Electrical Leagues, which is 
scheduled for Detroit on September 
20th to 22nd. 

Some of the subjects being consid- 
ered for inclusion in the program are: 
Future of Lighting in the Commercial 
and Industrial Markets; Electrical Op- 
portunities for Equipping and Modern- 
izing Industrial Plants and Commer- 
cial Occupancies; Electrenics in In- 
dustry and Other Fields; Job Possi- 
bilities in the Electrical Industry. 

W. A. Ritt, president of the 
I, A. E. L., has appointed a program 
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HORNS— 
BELLS— 
BUZZERS— 
SIRENS— 


The FARADAY line has them all! 


In the modern, complete, high-efficiency Faraday line you'll now 
find every type of signal used in industry today. Each is tops in 
its own field. All are products of the quality experience which 
has made the Faraday name famous for dependable service, ex- 
treme durability, low installation and maintenance costs. 


When your customers need special type signals... 


Remember that Faraday service includes more than stock signal 
equipment. Faraday factory engineers welcome inquiries from 
your customers about special engineered-to-order signal equip- 
ment. Simply send specifications, mounting details, and the quan- 
tity needed, direct to our factory at Adrian, Michigan. 


Send for FREE Catalog! Our completely illustrated and indexed 
“Buyers’ Book of Electrical Signals” is yours for the asking. Write 
today on your letterhead. 








SAFE, CONVENIENT, ECONOMICAL 
UNI-PACT SIGNALS 


® @ 


UNI-PACT KODAIRE UNI-PACT HORN 


a UNI-PACT & 


ADAPTER PLATE 





UNI-PACT CHIME UNI-PACT BELL 


PLUG IN LIKE A TOASTER. With the famous UNI- 
PACT interchangeable system, your customers 
can change signals in any department at any time 
without changing electrical connections. Bells, 
horns, Kodaires and chimes all fit the same 
UNI-PACT Safety Dead-Front Adapter Plate. 

















FARADAY ELECTRIC CORPORATION 


A consolidation of Schwarze Electric Co. and Stanley & Patterson 
ADRIAN, MICHIGAN 
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committee consisting of: J. A. Mor 
rison, Philadelphia, chairman; J. $ 
Bartlett, Washington, D. C.; Ralph 
Neumuller, New York. 


Huge Backlog for 
Radios Expected 


\ pent-up demand for between 20,- 
(00,000 and 25,000,000 radio receiving 
sets will exist by the end of 1944, as 
compared with the industry’s all-time 
high production of 13,000,000 units 
in 1941, it was estimated by Larry F. 
Gubb, chairman of the board of direc- 
tors of Philco Corp., in an address on 
“Electronics and Television in the 
Post-War World” before the Bond 
Club of Philadelphia. 

“Today the radio-electronics indus- 
try is turning out specialized types of 
war equipment at the rate of approxi- 
mately $3.2 billions a year—a greater 
volume of output than that of the en- 
tire automobile industry in 1939,” Mr. 
Gubb said. The present war has caused 

great acceleration of research and 
development work in radio and the 
ultrahigh frequencies. ... It is still too 
early to foretell what revolutionary 
peacetime applications may result from 
these scientific advances.” In addition 
to the normal replacement demand for 
radio sets, FM will become increasing- 
ly important in the post-war years, Mr. 
Gubb said. The greatest application 
f all for electronics is television, Mr. 
Gubb said, though he stated that the 
rate at which television will grow in 
the next few years is somewhat a mat- 
ter of conjecture. 

In concluding Mr. Gubb said: 

“The radio-electronic industry 
should be extremely busy for some 
vears to come catching up on deferred 
demands for radio sets, developing the 
great new market that FM is opening, 
and beginning to make television avail- 
able to 135,000,000 Americans.” 


A-W Group Expands 
Consumer Program 


An expanded program of consumer 
education on the practical aspects of 
electrical operation in the post-war 
home, has been announced by the Na- 


tional Adequate Wiring Bureau 
through Herbert Metz, chairman. 

“A rising tide of public interest in 
post-war home planning has created 
in urgent need for simple, down-to- 
earth educational material which will 
meet the requirements of electrical in- 
dustry personnel now being called upon 
to answer consumers’ questions,” said 
Mr. Metz. 

A new set of lecture charts for use 

(Continued on page 94) 


TO ANNOUNCE their appointment as Sylvania distributors, Listenwalter 
and Gough, large West Coast wholesaler held an impressive dinner at the 
Biltmore in Los Angeles recently. Standing at the head table in the rear 
and reading from left to right are: Listenwalter and Gough’s vice-president, 
James Addis; B. K. Wickstrum, Sylvania’s Pacific Coast manager; P. G. 
Gough, president of the wholesaling firm; G. W. Field, division manager of 
Sylvania; Jim Cassell of Sylvania; James Hrabetin, sales manager of 
L@&G’s electrical division. 





SPONSORS OF BOY SCOUT troop, The Miller Company, Meriden, 
Conn., are presented with scout sponsoring certificate by Mayor F. R. Dan- 
aher of Meriden, right. Receiving the certificate for The Miller Company 
is W. F. Minor, seated, vice-president and general manager of the company. 
Looking on are Harry S. Hansen, scout executive, Peter F. Gazaniga, Mil- 
ler vice-president, and James Donnelly, company engineer who will head 
the troop. 


Licht ite 4. ‘ 
GENERAL £7 ELECTRIC 
LIGMTING INSTITUTE 


MELA PAR Seay — 


FIFTY-SIX MEMBERS of the electrical industry, representing whole- 
salers, manufacturers, utilities, consumer services, etc., met at Nela Park, 
Cleveland, in May for GE’s “Fundamental Course in Illumination.” 
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Every time a fuse ‘‘blows’’,—the 
power of excessive current confined 
in the short strip of fuse metal de- 
velops instant and intense heat. Cold 
metal is transformed into gas—with 
trip hammer force, pressure deals 
another blow to the casing of the fuse. 

To appreciate the inferno of heat 
that takes place inside a fuse,—and 
the pressure that must be withstood 
is to recognize the importance of 
definitely specifying Jefferson-Union 
Renewable Fuses. JEFFERSON ELEC- 
TRIC COMPANY, Bellwood (Suburb 
of Chicago), Illinois. In Canada: 
Canadian Jefferson Electric Co., Ltd., 
384 Pape Avenue, Toronto, Ontario. 


“JEFFERSON | 


ELECTRIC. 


JEFFERSON @ UNION 
RENEWABLE FUSES 
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SOURGE The figures we use as basis for these 
nonthly comparisons of performance in the electrical 
vholesaling field are collected and compiled by the Bu- 
eau of the Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of May, 1944 


SALES Following a two-month period in which 
wholesalers’ sales reached the highest period since the 
boom days of the war-building program, sales of elec- 
trical goods by wholesalers in May slipped back to 138 
percent of the 1939 average monthly sales. 

However, although this is a drop from the high 
points of March and April, it still represents a level 
of sales volume higher than any month since June, 
1943, and higher than all of 1940 except December. 

This drop from the April record figure seems to be 
not only the annual Spring decline, as experienced also 
in May of 1942 and May of 1943, but is also part of 
the expected leveling off of wholesalers’ sales at a point 
below the Winter peak, but still substantially above the 
1943 level. It seems unlikely that any continued higher 
level of sales volume can be maintained until a major 
change in the war production program permits a gen- 
eral resumption of manufacturing for civilian use. 


INVENTORIES Inventories of electrical goods 


as held by electrical wholesalers throughout the coun- 
try in May averaged 74 percent of the 1939 monthly 
average and 103 percent of the April volume. 
Although this inventory figure, when compared to 
the average of 1939 peace-time stocks, represents a 
decline from the volume reported in April, it was not 
of sufficient proportion to cause worry as it still equaled 
the inventory figure of many months of 1943 and 1944. 
The decline in inventories during February, followed 
by increases in March and April, and the drop in May, 
fit into a general pattern of ups and downs which has 
characterized the reports of 
during the last twelve months. 
havior 


wholesalers’ inventories 

3ehind this erratic be- 
of inventory volume seems to be two major 
causes: 1. The uneven demands of the war production 
program as it was altered to follow the changing needs 
of a year of active military and naval operations; 2. 
month-to-month changes in the supply of raw materials 
to electrical manufacturers with resultant unevenness 
in the manufacturers’ flow of goods to the wholesalers. 


COLLECTIONS collection percentages in May 
were at 96, two points higher than the revised collection 
figure for the previous month, and 18 points ahead of 
the percentage of May, 1943. Accounts receivable were 
down 6 percent compared with the previous month, 
and down 24 percent from the same month of 1943. 





Yuatity ContTROL ..... BY GENERAL 





iterally hundreds of materials—among them metals, fabrics, lacquers, | Laboratory located at that plant. All 9 of these laboratories operate, 
sphalts, synthetic polymers — are used in making modern wire and however, under direct and close supervision of the General Cable 
able. The chemical, physical, metallurgical tests of all incoming raw Research Laboratory — the largest, ic has been said,“in the world” 
naterials for each planf are “double-checked” in the Control Testing devoted exclusively to wire and cable research. 





O74 3) Fe OAR REAU OF STANDARDS’ 


Assurance of standardized quality in the elec- 
trical wire and cable products supplied by 
General Cable starts with our firm control of 
raw materials. To insure absolute uniformity at 
all 9 manufacturing plants, each material used 
is accepted or rejected by the “Control Testing 
Laboratories” situated in each plant, to speci- 
fications established by the General Research 
Laboratory at Bayonne. The time of an entire 
Bureau of the General Research Laboratory is 
devoted to the setting of these standards and 
the devising and supervising of uniform tests 
to enforce them. Under such a program one 
does not have to hope for or demand quality 


control — one gets it. 


GENERAL CABLE 
<i CORPORATION 


a 


Manufacturers of Bare and Insulated Wires and Cables 
for Every Electrical Purpose 
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REGIONAL ANALYSIS 

OR the second successive month, the sales of elec- 
F trical goods by wholesalers were unevenly distrib- 
uted among the nine regions. A range of 35 points be- 
tween the high and low regions showed up in the re- 
ports. 

However, unlike the conditions reported for April, 
the unevenness was not evident by groups of similar 
regions. Although the industrial Middle Atlantic 
group, and the war-production centers of the East 
North Central states reported sales of electrical goods 
at 13 and 1 percent, respectively, below sales of the 
previous month, the similar New England and Pacific 
Coast regions showed sales at 100 and 108 percent of 
April. At the same time, the groups of predominantly 
agricultural states varied from 5 percent above the 
April sales volume (region 5, South Atlantic) to 27 
percent below the previous month (region 6, East 
South Central). 


Although region 6, the East South Central states, re- 
ported sales volume at 73 percent of the previous 
month, those states continued to present a record of 
sales well above the same month of last year. Only two 
other regions showed sales above May, 1943, and these 
were only 1 and 3 percent gains while region 6 enjoyed 
a 19 percent increase. 

Regions 5 and 6 reported increases in sales volume 
in May over April which made up to some extent for 
the declines both regions registered in April over 
March. New England continued its erratic behavior, 
returning in May to sales which were equal to those 
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Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 








SALES 
May, 1944 
Compared in °%/, 
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98 
101 
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of April. Figures for this region showing sales over 
the previous month have been for the last 6 months— 
100, 87, 96, 82, 120. 

Wholesalers throughout the country reported a 
fairly even distribution of inventories in May com- 
pared with April. All but two regions had inventories 
larger than for the previous month, with region 7, the 
South Central states reporting inventories 14 percent 
above April. . 
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Portable Type Reelite 
keeps light or power 
always within arm’s 
reach. No time lost 
through untangling cord 
or plugging in socket. 











Type ‘‘C’’ Constant Duty Reelite equipped 
with Guide Roller Cable Outlet. 





Appleton Reelites provide electrical contractors, 
doing maintenance, with many opportunities to 
save money for their customers and make a profit 
for themselves. They do double duty now with 
manpower short, because they pay for themselves 
quickly and save labor. 


Appleton Reelites automatically take up and 
pay out electric wires and cable to moving units. 
They increase man and machine productivity. 
Kinks, tangles and breaks just don’t occur, 
because wires and cables are kept gently taut. 
Wear is reduced—of vital importance with cable 
so hard to get. Delays are avoided. Repairs are 
fewer. Accidents are prevented. 


A Type and Size for Every Need 


Two kinds of Appleton Reelites are manufac- 
tured—Constant Duty and Portable. Each is made 
in a particular type that provides top efficiency 
on a particular job. 


Constant Duty Reelites are installed on 
cranes, hoists, elevators, stacking devices, 
machine tools, lifting magnets and sim- 
ilar equipment. Portable Reelites make 
light instantly available for dark corners 


Sold Through Wholesalers 


APPLETON ELECTRIC COMPANY 


13, ILLINOIS 
Branch Offices: NEW YORK, 76 Ninth Avenue « DETROIT, 7310 Woodward Avenue » CLEVELAND, 
1836 Euclid Avenue « SAN FRANCISCO, 655 Minna Street « ST. LOUIS, 420 Frisco Bidg. « LOS 
ANGELES, 100 North Santa Fe Avenve « ATLANTA, 175 Luckie Street, N. W. « BIRMINGHAM, 
6 N. Twenty-first Street « MINNEAPOLIS, 305 Fifth Street, S. « PITTSBURGH, 418 Bessemer Bidg, 


Resident Representatives: Baltimore, Boston, Cincinnati, Dallas, Denver, 
Kansas City, Milwaukee, New Haven, New Orleans, Philadelphia, Seattle. 


1734 WELLINGTON AVENUE ° 























CHICAGO 





Cd 
constant bury PRC AE EE rontase rvee 


NO CABLE KINKS, 
TANGLES OR BREAKS 


Constant Current Plus Safety 





of stores, offices, warehouses; and make power 
available for thousands of manufacturing 
operations. 


For Air and Fluids 


Special Reelites for use in the transmission of air 
and fluids also find a wide use. These Reelites 
work on the same spring-driven principle as the 
electric cable and cord types, and provide equal 
efficiency, economy and safety. 


Appleton Quality and Dependability 


Construction of Appleton Reelites is strong and 
rugged. Ball bearings eliminate undue wear and 
provide a lifetime of easy, trouble-free reeling. 
Springs are the highest quality obtainable and are 
housed in dust-tight, grease - filled compartments. 
The 50 page bulletin illustrated below gives 
complete descriptions and technical details about 
all kinds and sizes of Appleton Reelites—Con- 
stant Duty, Portable, Air and Fluid. Send for 
it today. No charge or obligation. From it 
you can decide which Reelites will bene- 
fit your Custom- 
ers most. Or see 
Sweet’s File, 
Page 2a/28. 
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Fast-Moving Wholesaler Prepares 
(in Triple Selling Front: 


Flexible selling organizational set-up is key to operating 
method of West Coast concern which survived loss of appliance 
business to come back stronger than ever in new fields 





phonograph records when the 

advent of the war stopped the 
appliance business of the Leo J. 
Meyberg Company of Los Angeles 
and San Francisco. This whole- 
saler’s thriving business in the dis- 
tribution of RCA products, Bendix, 
Norge, Westinghouse Lamps, etc., 
was quickly dried up. 

It was obvious that new fields for 
expansion must be investigated, and 
that a thorough reorganization of 
the company would be necessary in 
order to meet the new selling prob- 
lems that would arise when the com- 
pany entered strange fields. 


ee was little left to sell but 


Main office floor of the Leo J. Meyberg Co. at 70 Tenth St., San Francisco. UE Oke iene, thee commediiy ten. 
Here billing and accounting are handled. Note switchboard operator at roe Sa eee ps SS COME) 
microphone which controls paging system. mediately enlarged its radio parts 


View of the war-born manufacturing activity of the at 1375 Mission St. Girls.are making electronic assem- 
Leo J. Meyberg Co. carried on in a separate building blies under government contract. 
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or Post-War Expansion 


upplies, Llectronics, Appliances 


By Henry W. Young 






















The management of the company is 
vested in A. H. “Al” Meyer who took 
over after the death of the founder 
in 1927. 


department to include electronic de- 
vices. Then, early in 1943, it bought 
out the stock and good will of the 
Standard Wholesale Electric Co. of 
Los Angeles, with the latter’s branch 
in Glendale. The acquisition of this 
company at once put the Meyberg 
organization into the general elec- 
trical wholesaling business in a sub- 











(Top Right) Street entrance showroom 
and sales counter of the Meyberg Co. 











(Center Right) General view of the record 
stock room and shipping dept. Despite 
wartime restrictions on phonograph rec- 
ord production, Meyberg does a large 
volume business in records. 









(Right) A corner of one of the extensive 
warehouse storage depts. Meyberg has 
one of the most complete stock of electric 
and electronic supplies in the West. 
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M. G. Sues is vice-president and gen- 
eral manager in charge of the Los 
Angeles house of the Meyberg Co. 


ABOVE 


The warehouse on the ground floor, show- 
ing the ramp leading to the second floor 
and the roof. Customers park on the 
roof. The ramp is so situated that pickup 
or delivery trucks may drive to any por- 
tion of the second floor or ground ware- 
house floor. 


RIGHT 


age shelves at the Leo J. Meyberg Co. of 
Los Angeles. Since this picture was taken, 
Meyberg has centralized the office per- 
sonnel in one section. 


The Electronics Division counter and stor- 


stantial manner, covering the field 
of electrical supplies and wiring de- 
vices. Some of the stock so acquired 
was divided with the San Francisco 
house, while some nationally known 
electrical lines were secured in addi- 
tion to those carried by the absorbed 
Standard Wholesale Electric. 

This line-up was not deemed to 
provide sufficient opportunity for 
maintaining an aggressive organiza- 
tion, so through shrewd expansion 
the rather small operation was built 
up into one of the largest industrial 
sound sales organizations in south- 
ern California. The Meyberg Com- 
pany secured sound engineers, lab- 
secured special 


oratory facilities, 
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salesmen and knitted them all into 
the Industrial Sound Division. 

A similar process was followed 
for selling infra-red applications. A 
laboratory was set up, special sales- 
men secured and an expert indus- 
trial service division was created. 


The final set-up, with these and 
other changes completed, was that 
of an electrical wholesale house that 
now feels that it can lay claim to 
being one, covering the complete 
“spectrum.” 

To meet the needs of conversion 
to war-time operation, a flexible 
organizational set-up was a neces- 
sity. The Meyberg Company is now 
highly departmentalized to provide 
specialized service with a minimum 
of confusion in the handling of the 
complex list of goods and services 
now offered by the company. 

Each department head has com- 
plete jurisdiction over his particular 
specialty, subject only to executive 
approval on matters of policy. This 
type of management “streamlining” 
has proven to be thoroughly eff- 
cient, and the company believes that 
its method of organization is ac- 
countable in no small measure for 
its success in meeting the exacting 
demands of wartime selling through- 
out its California and western 
Nevada territories. 

Such ability to shift its sales as 
fhe wind changes apparently is not 
new to the Leo J. Meyberg Com- 
It has seen depressions and 
wars pass by since it was founded in 


pany. 


-~ 


San Francisco three years after the 
fire and earthquake that devastated 
that city in 1906. 

At first the Meyberg Company 
was a small store in which a handful 
of employees sold electrical sup- 
plies, including lamps. But, through 
the years the company expanded 
until today it occupies two buildings 
in San Francisco plus a large office 
and warehouse in Los Angeles, mak- 
ing it one of the largest wholesalers 
of electric and electronic supplies 
in the West. 

The management of the company 
is vested in A. H. “Al” Meyer, who 
took over after the death of the 


founder in 1927. He is assisted by 
KK. E. Young, vice president, in San 


Francisco; P. H. Berkes, secretary- 
treasurer, San Francisco; W. J. 
Lancaster, sales manager at San 
Francisco; M. G. Sues, vice presi- 
dent and general manager at Los 
Angeles; and L. E. Starkweather, 
sales manager at Los Angeles. 

In the San Francisco division 
there are five major sales depart- 
ments. These are: 

The industrial electric supply de- 
partment, H. G. Atwater in charge, 
with sub-departments for electrical 
insulation and near infra-red heat- 
ing, headed by J. T. Templeton and 
W. Wuelker, respectively, who are 
specialists in these fields; the elec- 
tronic supply department with J. H. 
Moulthrop; the industrial sound 
department with H. D. King; the 
lamp department with B. C. Chris- 
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tiansen ; and the Phonograph record 
department. 

In Los Angeles there are nine 
divisions or departments, each with 
its own manager. These are: 

Record division, Bert Annear; 
electronic division, Jack Waring; 
electrical supplies division, Fil 
Doyle; industrial sound division, 
Paul Buehler; lamps and resale di- 
vision, Harris Newmark; industrial 
service division, Walter Stickel; 
advertising and sales promotion 
division, Walter Stickel; service 
division, W. N. Ferbrache; and 
electrical insulating materials divi- 
sion, Fil Doyle. 

Working with these executives 
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and department heads are more 
than two hundred employees. 

Plans for the postwar era have 
already been developed. Consider- 
able departmental expansion is being 
provided for, particularly the addi- 
tion of these five departments: 
refrigeration and ranges; home 
laundry equipment; radio and tele- 
vision; traffic appliances; and serv- 
ice and repair. It is planned to have 
each department under its own 
manager with a crew of specialty 
salesmen responsible to him. 

This postwar expansion is ex- 
pected to represent an increase in 
over-all selling and organization per- 
sonnel of 50 to 100 percent. 


ABOVE 


An example of streamlined efficiency is 
this city telephone desk and counter at 
the Los Angeles office. Called the “bull 
pen” it is located opposite the entrance 
to the main reception room. There is 
space for 6 clerks. A swivel filing cabinet 
is located in the center. 


LEFT 


In the Electrical Supply Division, it has 
been found that efficiency was improved 
by thus centralizing office personnel coun- 
ter men and stock clerks in one section 
of the department. 





This Purchasing Agent's 
Hold Success Formula 


Wholesalers’ salesmen have become an “instrument” which the alert purchasing agent uses for effec- 


tive buying, says one of the country’s top buyers. Salesmen get results when other methods fail 





N-SO-I°AR as their function is 
concerned, it has always been my 
contention that wholesalers and 
distributors have established a defi- 
nite position for themselves in indus- 
try, from which they are not going 
to be displaced as long as the Amer- 
ican way of doing business prevails. 

This theory has been borne out 
particularly in the present emer- 
gency. During this, the greatest war 
in history, American industry has 
been achieving undreamed of records 
in production. In the midst of it all, 
the wholesalers and distributors have 
become more necessary and more ac- 
tive than ever before. That has again 
demonstrated their importance and I 
think I may be pardoned in taking a 
little personal pride in having fore- 
seen something of this development 
in early life and determined then to 
work along with it. 

Right after the first world war, 
when I was comparatively short on 
business experience, I took a posi- 
tion as purchasing agent for an elec- 
trical public utility. The compensa- 
tion I received for my services in 
those days was rather low. But I 
gave myself a raise at once, of $25.00 
a month, by crediting that theoretical 
amount to the establishment of a 
fund of knowledge and experience 
| would by cultivating the 
wholesalers’ and distributors’ sales- 


gain 


men and absorbing from them every 
bit of knowledge that would help me 
in my business of purchasing. I have 
never been sorry that I made that 
decision, and if I were a young fel- 
low starting out today under similar 
circumstances I would increase the 
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By P. F. MeClung 


amount of the “raise” to $50.00 a 
month, 

Early on that first job, there was 
so much that I did not know about 
the various products I was called 
upon to seek in the market that I 
would have in a maze from 
which it would have been hard to 
extricate myself if it had not have 
been for these salesmen. I found out, 
however, that when I got in a jam as 
to just what some item was, how it 
was used and where it could be ob- 
tained, all I had to do was to call up 
my friends, the salesmen. I would 
get the information completely and 
accurately either over the telephone, 
or by personal call in a matter of 
hours. 


been 


To put it in more modern phrase 
ology, the wholesalers’ salesmen and 
salesmen-engineers represent the 
“Instrumentation” through which 
the purchasing department can get 
necessary product information from 
the factory in the shortest possible 
time. 

If I were a wholesaler and know 
what I do now of the purchasing 
agent’s problems, I, as a wholesaler, 
would feel that a prime requisite for 
the success of my business would be 
that I hire just as many salesmen 
as the business could possibly use. 
This, I believe, applies with greater 
emphasis to the smaller houses. 
While they may have as many sales- 
men in ratio to their volume as the 
larger houses, it would seem to me 
that it would facilitate their growth 
if the ratio were higher. 

Once in awhile wholesalers may 
lose a good salesman to the purchas- 
ing fraternity, especially because of 
the present national emergency and 
in general because he has, usually, 
the ability to make a good purchas- 
ing agent. 

As an example, I might say that 
early in this war I was connected 
with the Kaiser interests and found 
myself set down in New York alone, 
to buy the necessary materials for 
30 troop ships, representing some 
$94,000,000 in purchases, 

Naturally, I could not do this job 
alone. I had to have a lot of help 
and the picking of that help was left 
to me. Perhaps you might assume 
that I sought this help among the 
purchasing agent group. I did not 
go to them at all, and my brothers in 
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War-Time Experiences 
For The Wholesalers’ Salesmen 





Always at the side of war-industry’s purchasing 
agent during the country’s great production 
effort has been the willing and efficient whole- 


the business know why. What I 
needed at once was men who collec- 
tively would know where to lay their 
hands on almost every kind of prod- 
uct used in construction work, prod- 
ucts made anywhere in the United 
States, and locate them in the short- 
‘st possible time. 


saler’s salesman. 


With that formula in mind, you 
can probably guess that the type of 
men I turned to as buying helpers 
were wholesalers’ and distributors’ 
salesmen. I hired 32 of them and 
with these men’s combined knowl- 
edge of products, their availability, 
and how to substitute one item for 
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The author contends 
first-class salesmen will hold the same position 
of indispensability after the war. 


that 


another, we were able to do the job. 

There is an old fallacy concerning 
the wholesaler’s salesman that was 
peddled around extensively in nor- 
mal times to the effect that he was 
only an order taker and all he could 
do, with so many lines to handle, was 
to stick his head in the door and ask: 
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ELECTRICITY 


OVER 100 PRODUCTS TO HELP ELECTRICITY SERVE BETTER 


FLASHLIGHT BATTERIES 
AVAILABLE 


You can now obtain IDEAL Flashlight-Storage-Batteries 
and Chargers for stock by applying on WPB Form 547 
(formerly PD-1X). It is smportant that your application 
specifies “IDEAL Rechargeable Storage Batteries for Flash- 


Jights’ and you must apply to the following division: 


War Production Board 

Electrical Supplies & Household Appliances 
Wholesale and Retail Trade Division 

Office of Civilian Requirements 
Washington, D, C, 


IDEAL Wiring Devices. Peace-Time or War-Time, wiring jobs 
must be finished fast in industrial plants and in construction, 
That is why each year more millions of 
these IDEAL Wiring Devices are used: — 

@ IDEAL ‘Wire-Nuts”’ 

e Lugs, Solder and Solderless 

e Fish Tape, Reels and Pullers 

e Joist Boring Machine (illustrated) 


PROMPT DELIVERY on every item listed. 


Other IDEAL Products include Motor Maintenance and 
Repair Equipment, Industrial Cleaners, Electric Mark- 
ing Tools, Machine Tool Accessories, Fuse Devices, 
Safety Tools, IDEAL ‘Wire-Nuts,” and other Wiring 
Devices. 


Serve 


America hetter! 


Keeping America’s Flashlights Burning 


A New wd Zelter Way / 


When American Industry’s safety and production 
efficiency were menaced by the war-shortage of flash- 
light dry cells, ipEAL broke the bottleneck—not by 
supplying a temporary substitute—but with the New 
IDEAL RECHARGEABLE Flashlight-Storage-Battery, 
a permanent type battery that provides better, brighter, 
more dependable light all the time, simply by re- 
charging regularly! 


This is typical of 1pEaL’s quarter-century-old policy 
of constantly developing new and better things 
(IDEAL now has 100 products) supplied by more than 
200 1DEAL Service Engineers through warehouses and 
wholesalers in principal industrial centers, serving 
IDEAL’S 40,000 customers located in every state in the 
Union, and Canada. 


If you are interested in new and better products and 
methods, send for IpEAL’s 88-Page Handbook. It’s 
yours for the asking. 
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“Do you need anything today ?” The 
informed, of course, knew that this 
was far from the case and that the 
salesman would sit up nights study- 
ing his lines and hunting for helpful 
suggestions to pass along to his cus- 
tomers rather than have this asper- 
sion cast upon him. 

Strange to say, however, the sales- 
man under present conditions in con- 
nection with the war industries has 
to do that very thing—ask : “Do you 
need anything,” and if not, be on his 
way. That’s nothing to his discredit 
now. We do wish him to come regu- 
larly and as often as possible, to an- 
swer current questions. There is not 
the time now, however, to chat about 
things in general, even if they are 
of an informative and technical na- 
ture. Neither can we go over with 
him the pros and cons of some new 
product or device unless it is some- 
thing actually needed at the moment. 
So the wise salesman now does not 
hesitate to utter the forbidden words, 
and leave at once rf he has to. He is 
not discouraged because he knows 
that the next time he may be drawn 
into a conference that may result in 
a good order. 

The war has brought changes in 
many ways. One thing that impresses 
me particularly is the cooperation 
shown between competing salesmen 
and competing houses. They all seem 
to be out to help in arriving at the 
common end. Today many salesmen, 
when they cannot furnish us with a 
given item, in the next breath men- 
tion the name of a competing house 
where they think that product may 
be in stock or where there is some- 
thing that will answer the purpose. 
They seem to know each others lines 
and the condition of all stocks about 
as well as they do their own. We like 
to hear salesmen say: “Yes, we have 
it,” or “No, we don’t have it,” with- 
out any quibbling, and that is the 
kind of answers we get these days for 
the most part. 

I remember the time well, in a pre- 
vious connection, when we badly 
needed 900 telephone headsets all at 
once and quickly. Ordinarily, these 
would have been secured through a 
large wholesaler from its supplier. It 
happened, however, that the supplier 
could not furnish them in time due 
to the demands of the war. This 
wholesaler’s salesman then had no 
hesitancy in referring us to a small 
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Nowhere was the knowledge and training of the electrical wholesaler’s sales- 
man more effectively applied to the war effort than through the advice and 
service given to the shipyards when they were called upon to build unbeliev- 
able numbers of vessels. 


independent manufacturer where the 
order could be filled at once. 

How the salesmen get the results 
they do is sometimes more or less of 
a mystery, though the purchasing 
agent these days does not have time 
to follow the mystery stories. 

A short time ago, we needed a con- 
siderable number of blowers for ven- 
tilating systems, and at a time when 
it seemed as though there was not 
a fan left anywhere in the world. So 
we put it up to a wholesaler’s sales- 
man. He took over, and in three 
weeks we had the fans. As to how he 
got them, I haven’t the slightest idea 
and I don’t care. I only know that 
he served us when we couldn't have 
served ourselves. 

At other times, a wholesaler’s 
salesman has served us by pure, un- 
adulterated ingenuity, because he 
knew his substitutions and had great 
mechanical “savvy.” We_ needed 
some 34-inch globe valves and the 





order called for brazed fittings. Best 
delivery was five months. Again the 
salesman took over. He advised a 
screwed valve with the threads 
reamed out and a pipe soldered in, 
with due respect to the way the water 
was to flow. He got the drawings 
and worked the whole thing out with 
the result that in a comparatively 
short time we had an operable valve 
that would meet the situation satis- 
factorily. 

All this may seem like laying it on 
pretty heavy in behalf of the whole- 
saler’s salesmen. But I think in these 
times, when we are all out for one 
thing, that they are doing a good job 
and if it is within my province to 
hand out a little “award” of my own 
to them as a class I am going to do 
it. Bear in mind that many years ago 
I paid myself $25.00 a month out of 
my own pocket to find out all about 
them and what they could do, and 
I am now realizing on the investment. 
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“Cet Into Electronics Now.’ — 
Nays West Coast Wholesaler 








669 predict a great future for the 
electrical wholesaler in the sale 
of electronic devices,” said 

I, E. Norton, manager and pur- 

chasing agent of the Electric Whole- 

sale Mart, Los Angeles. “In mak- 
ing this prediction, I have ref- 
erences to the great advances that 
will be made in the field and the many 
new applications that will come after 
the war. I do not mean, however, 
that this is a field that the wholesaler 
should look upon simply as a post- 
war development. The field is already 
open in many directions and we have 
been selling electronic devices for 
some time, and by that I don’t mean 
just tubes. I don’t hold with the idea 
that many have that the field will 
eventually shape up so that the elec- 
trical wholesaler will function only 
in the sale of tubes for replacement. 

There is going to be more to it than 

that. 

“Just by way of illustration, re- 
cently we made the sale of a unit of 
electronic equipment for operating a 
d.c. motor directly off an a.c. line. 
It is perfectly practicable by simply 
inserting the unit, which is self-con- 
tained and presents no installation 
problems whatever. Just connect the 
a.c. line on one side and the d.c. on 
the other. 

“You ask the question: ‘Why put 
in the d.c. motor anyway?’ All right, 
just suppose a customer has a line-up 
of a.c. motor driven lathes, convey- 
ors, stokers or what not, all individ- 
ually driven. 
inherent 


Because of the many 
advantages of the direct 
current motor such as speed control, 
closer regulation, high torque, etc., 
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Electronic departments deserve adequate display space on the wholesaler’s floor. The 
above arrangement gives the ideal balance—supplies across the counter at the left, 


electronics across the corner at the far right, and appliances for display in the center 
of showroom. 


he thinks he could get much greater 
production or could operate more 
economically if he could only use di- 
rect current motors. What are you 
going to do? Advise him to discard 
his a.c. motors, put in all d.c., install 
an expensive motor-generator set and 
go to it and find out? That would 
be a pretty ticklish proposition. The 
‘electronics way’ is to sell him one 
electronic device or rectifier to use 
on one of the motors and test that 
machine over a period of time suffi- 
cient to get exact speed and cost fig- 
ures on the results he could be sure 







to obtain. Then let him decide 
whether or not he wishes to change 
the whole installation. 

“This type of electronic rectifier 
costs the customer $176 for 1 hp. 
up to $2,850 for 50 h.p. It represents 
a good unit sale for the wholesaler. 
While the cost per horsepower is rel- 
atively high, and with a number of 
machines to be converted it might be 
more economical to go to motor-gen- 
erator in the end, there are instances 
of single motors where d.c. is impera- 
tive that the rectifier may be sold as 
a cheaper, permanent installation in 
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By F: BE. Norton 


Electric Wholesale Mart, Los Angeles 
As told to H. W. Young 





place of a motor-generator set. 

“There is no reason why the 
wholesaler should not start right now 
looking for prospective sales of elec- 
tronic equipment rather than post- 
war planning to get into the business 
after someone else has sold the 
equipment. Naturally, I am a little 
inclined toward the control feature 
in the electronic field because our 


wholesale business has been built up 
to a large extent around motors. 
While we carry a complete line of 
wiring devices and electrical sup- 


Although it does handle a general line of electrical sup- 
plies and wiring devices, Electric Wholesale Mart has 


plies, and cater to the contracting 
trade, we have gone a step farther 
than the average wholesaler in stock- 
ing motors and pushing them exten- 
sively as a specialized department 
of our business. 

“After the war, I expect to see 
this electronics field open up with 
many new applications that we are 
not yet aware of, and with a great 
many new manufacturers coming out 
with lines or perhaps single special- 
ties on which they will need distri- 
bution and to whom the wholesaler 
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F. E. Norton, manager and purchasing 
agent of the Electric Wholesale Mart, 
Los Angeles. 


will have a real service to offer be- 
cause of his intimate contact with 
the industries in his territory. This 
new phase of our business I think 
can be expanded and made profitable 
if we go after it right.” 


always specialized in motors and motor control, as is 
evidenced by this view of its warehouse in Los Angeles. 





The CAMERA CLICKS 


PRESENTING THE COLORS—a program by the Army 
and Navy at the Annual Convention and War Conference 
of the Pacific Division of the National Electrical Whole- 
salers Association at Santa Barbara, California, May 19-22. 


WHOLESALER’S SALESMAN’S camera caught these men: 
left to right, J. R. Wells, Wesco, Seattle; K. E. Campbell, 
McGraw Electric Company, Los Angeles; James Fletcher, 
General Cable Co., Seattle; H. A. Dunlap, Wesco, Spokane. 


At ease in the Biltmore’s lounge cre Bill O’Brien, Toast- L. B. Marsh, Marsh Electric Supplies, Long Beach, Calif.; 
master Division of McGraw Electric Company; Jack Bosk looks very serious as he listens to Dick Borland of West- 
of Schick; and Ken Campbell, also from Toastmaster. inghouse Lamp; right, M. C. Wells, Westinghouse Lamp. 


Bart Wickstrum, Pacific Coast Manager of Looking over the activities at the swimming pool cre C. J. Savasta, San 
Sylvania Electric Products, Inc., is seated Francisco; Art Groves, Steel and Tubes Division; G. W. Field, Division 
with R. W. Longstreth, right, regional man- Manager, Sylvania Electric Products, Inc., Los Angeles; W. C. Figroid, 
ager of the Office of Civilian Requirements, Gilson Supply Co., Oakland; Earl Stone, National Electric Products; 
WPB, who spoke at the convention. J. H. Lavenson, San Francisco; Bill Gudie, Los Angeles. 
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at NEWAS Pacific Coast Convention 


Harry Perl, State Electric Supply, Ltd., 
Oakland, Calif., and chairman of the 
Pacific NEWA, is flanked here by Bill 
O’Brien, Toastmaster Products, left, and 
Art Groves, Steel and Tube Div. 


tric Corporation, 





Seen between convention session and dinner—George A. 
Boring, GE Supply, Portland, Ore.; R. M. Alvord and 
Charles Goodwin, Jr., GE Supply, San Francisco; James 
Pothemus, Portland GE Co.; J. A. Kahn, GE Supply, Salt 
Lake City; R. E. Fisher, Pacific Coast Gas and Electric Co., 
San Francisco; D. Breen, Littelfuse, Los Angeles; Fred Todt, 


At the head table at the banquet were, left photo, M. G. 
Sues, Leo J. Meyberg Co., Los Angeles; unidentified; Charles 
G. Pyle, managing director of NEWA; Al Nicoll, Graybar, 
New York; Harry Perl, State Electric Supply Ltd., Oakland, 
chairman of Pacific Coast NEWA; Phil Carson, Graybar, 
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Al Phillips, Phillips and Edwards Elec- 


the low down to attentive West Coast 
newcomer Bart Wickstrum, Pacific Coast 
Manager of Sylvania Electric Products. 


R. A. Balzari, secretary, Pacific Division 
of NEWA, who with Harry Perl, re- 
ceived much credit for the success of 
the convention; Charles Goodwin, Jr., 


GE Supply; G. W. Field, Sylvania. 


Francisco, gives 


GE Supply, Los Angeles; D. E. Harris, GE Supply, San 
Francisco; George Sullivan, Portland GE Company; W. A. 
Foote, Littelfuse, Inc., El Monte, Calif.; James Fletcher, 
General Cable Company, Seattle. At one of the tables, right 
photo, at the banquet are: Irving Colwell, Ray Murphy, Jim 
Lavenson, Leon Quibara, Carl Savasta and John Milne. 


San Francisco, newly elected to be chairman of NEWA’s 
Pacific Division for the coming year; unidentified; S. B. 
Gregory, Arrow Electric; San Francisco; R. A. Balzari, sec- 
retary of Pacific NEWA. Above, right photo, sample of 
the many tables of diners and merrymakers. 
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wild Ntrong Future Retail 
By Helping Dealers 


Wholesalers and salesmen who establish a group of dealers who are “ready to 
sell” will get the jump on the immediate post-war appliance business, but 
dealers need encouragement and guidance in planning their sales program now 





HE importance of having appli- 
ance - dealer - servicemen _ pre- 

pared to make a quick and ef- 
fective conversion from servicing to 
new-appliance warrants the 
attention and action of every whole- 
saler and salesman. 


sales 


It is not some- 
thing that can wait until victory, 
because the groundwork for a deal- 
er’s success in post-war selling of 
appliances must be layed now under 
the guidance and with the help of 
wholesalers and salesmen as well as 
manufacturers, 

How these dealers can be urged 
and helped to create the good-will 
and customer acceptance now 
through good service work was cov- 
ered in the February, 1944, issue 
“Pave the Way for Future’ Appli- 
ance Sales by Helping Dealers 
Build Good-Will Now.” But, as 
stated then, the fine reputation, the 
long list of satisfied customers, and 
the community acceptance granted 
the alert servicemen today must be 
organized and planned now as es- 
sential factors in his making any 
post-war selling campaign successful 
and profitable. 

Any wholesaler or salesman who 
expects to enter the active but highly 
competitive post-war appliance dis- 
tribution field, should realize that 
the most valuable single essential to 
success is a group of 
well-organized, 
dealers. As 


financially 
aggressive 
many of the 


former dealers are preoccupied to- 


sound, 
retail 


day with. service business, it is up 
to the wholesalers along with man- 
that the dealer- 
servicemen don’t neglect the neces- 
sary planning that will make them 
ready for instant 


ufacturers, to see 


reconversion to 


selling. It is up to the wholesalers 
and manufacturers to give the dealer 
the inspiration and the “push” neces- 
sary to make him consider the fol- 
lowing general preparations now: 

1. Detailed planning of a selling 
campaign based on his service con- 
tacts and service records; 

2. Analysis, and change if neces- 
sary, of his pre-war sales territory ; 

3. Planning the type of 
room that will be 
post-war selling ; 

4. Appraising old and _ potential 
new competitors and what may be 
expected from them after the war; 

5. Careful study of already es- 
tablished and new lines to carry; 


show- 


needed for his 


6. How large a sales force to or- 
ganize. 

Each of these subjects, which 
must be major considerations in the 
preparation of the dealer for post- 
war selling, is worth further discus- 
sion. 

Capitalizing Service Contacts 

In organizing a selling campaign 
the wholesaler and salesman will 
realize immediately the value to the 
dealer of all the contacts and good- 
will which the dealer has built up 
as a war-time serviceman. But they 
will that under the 
pressure of maintaining the service 


know, too, 
business, a dealer may not take the 
necessary steps to insure getting 
maximum post-war sales from these 
customers. 

Therefore, the wholesaler can 
serve his dealer customer as well as 
himself by urging the keeping of 
Valuable 


data for immediate post-war selling 


adequate service records. 


from a customer 
who has a radio or appliance sery- 


can be obtained 


iced. The dealer who keeps adequate 
records will have a post-war pros- 
pect list that shows the names and 
addresses of potential customers, the 
model, age and condition of the 
appliance, as well as possibly the 
customer’s attitude toward repair or 
replacement as shown at the time 
of doing business. The right type of 
leading questions at the time of do- 
ing service work can draw from a 
customer the latter’s opinion as to 
whether the radio or appliance is 
satisfactory, or whether a larger or 
different model would be welcome, 
as well as data on the other appli- 
ances at the customer’s home. 

If the wholesaler -and salesman 
succeeds in having his servicemen- 
dealers procure this information and 
record it on cards for future use, the 
foundation for a sizeable post-war 
business is being layed. 

Such information can serve the 
dealer in ways other than for use 
in locating and selling the prospect. 
The data can be useful in making 
decisions on what kinds of appli- 
ances to carry after the war, as well 
as in deciding what sizes, models 
and price-range will be most suitable 
for the group of consumers he will 
serve. 

Planning the Sales Territory 

No one should know better than 
the wholesaler what changes in 
territory may have been brought on 
by the war and again completely 
changed by the coming of Victory. 
The 
war-time business has come maybe 
from a secluded industrial town in- 
stead of from his pre-war commer- 


wholesaler’s salesman whose 


cial or residential sections or cities, 
knows this, and will realize that each 
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Appliance Outlets 


Plan Post-War Nelling NO) 





appliance dealer should make a 
thorough analysis of his own district 
to determine what changes have 
been wrought by the war and what 
further ones may be anticipated in 
post-war population changes. 

It will be important for the dealer 
to study what changes in purchasing 
power have occurred during the last 
few years. For example, a_sec- 
tion of a dealer’s territory which 
did not hold high potentials before 
the war because of the low income 
of most of the residents may be- 
come one of his best districts because 
of savings out of higher war-time 
wages that have been accumulated 
Yet the average middle-income- 
bracket, white-collar resident of an- 
other locality may not be any better 
a prospect than before the war, 
mostly because of higher living costs 
and a lack of inflated incomes 
in this group. The dealer will 
have to judge such matters on the 
basis of his knowledge of his own 
community, but the wholesaler and 
salesman, with their broader experi- 
ence, and knowledge of a _ wider 
section of their market, can be of 
great help in using that knowledge 
toward better sales planning in the 
dealer’s territories. 

Studying the Competitive Situation 

Directly connected with the selec- 
tion of what territory to sell intens- 
ively, is the knowledge a dealer must 
have of his competitors and their 


possibilities. 

Those dealers who went out of 
business for the duration have left 
open districts that other dealers can 
consider. But jumping into them 
without first analyzing many factors 
would be foolish. The dealer will 


















































By Howard J. Emerson 






” 


Showroom of yesterday, and one of the problems for appliance dealers to consider 
now. Wholesalers can help their dealers plan their future showrooms now, particularly 
the lighting, floor arrangements, space for new types of products, etc. 


want to consider the character of the 
new territory and whether or not it 
is sufficiently similar to his to war- 
rant taking it over without adding 
too many costly problems. Also, 
there will be the need to decide 
whether or not the territory can be 
covered by his salesmen without 
spreading their effort out too thin. 
Here, again the wholesaler’s sales- 
man, with his wider knowledge of 
the wholesale market area, can be of 
assistance to the dealer. 

Another angle regarding competi- 
tion that the dealer should be made 
to consider is how large a sales area 
he should cover, If changes in popu- 
lation have concentrated many more 
people near his store, hg may find 
it wise to plan intensive selling of a 
small area. And the reverse may be 
true, with a resulting increase in 
area to be covered by his salesmen. 
Of course, an important factor he 
will consider in making these deci- 
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sions is just what competition he may 
expect. Expanding his territory un- 
til, on its fringes, his salesmen are 
meeting up with the local intensive 
selling of another dealer, will in- 
crease his sales costs. 
What Showroom Space Will Be Needed 
It seems probable that one of the 
problems that wholesalers and sales 
men will face in trying to encourage 
post-war planning among their deal- 
ers is the inability or reticence of 
many dealers to look forward to a 
future somewhat different than pre- 
war years. Lack of foresightedness 
and flexibility of thought and opera- 
tion was evident among many deal- 
ers when, suddenly without appli- 
ances to sell, they had to turn to 
service or non-critical products to 
sell. If many of these dealers show 
the same attitude toward reconver 
sion by assuming that appliance sell- 
ing will return to pre-war routine, 
and do not make themselves suff- 


75 


ciently flexible to fit into any change 
that may come about, there could 
easily be a large post-war mortality 
among dealers. It will be up to the 
wholesalers to assist and guide these 
dealers so that they will be ready to 
weather the reconversion storm, 
This element of flexibility will be 
needed in the dealer’s planning of 
his and warehousing 
space for post-war use. He should be 
urged to consider his old showroom 
in the light of both the post war 
demands as well as his post-war 
plans. If he has decided that it will 
be practical for him to expand his 
regular line of popularly accepted 
major appliances to include such 
items as quick-freeze cabinets, unit 


showroom 


air conditioners, etc., he should an- 
ticipate what extra showroom space 
he will require and where he can 
obtain it. The same thought and 
planning will be needed in deciding 
on what warehousing and office 
space will be needed. 

In planning his showroom space, 
the should be 
what alterations, 


dealer considering 
decorating and 
lighting he will need, how much of 
it can be done now and what will 
have to wait until materials and la- 
bor are available. A well located, 
attractive, well-lighted showroom 
will be a great sales asset after the 
war. It seems probable that the buy- 
ing public will be doing a lot of 
window-shopping and showroom- 
shopping as soon as appliances are 
again available. Well-lighted dis- 
plays in an attractive showroom will 
be a competitive asset. 


W hat New Lines to Carry 


It would seem logical that all deal- 
ers are devoting the necessary time 
toward studying what products they 
should handle after the war, and 
studying the war-time advertising of 
appliance manufacturers to keep up 
to date on manufacturing plans and 
new products. Yet, many dealers 
may be giving this subject only cas- 
ual attention and without consider- 
ing just where these post-war mod- 
els fit into their own plans. Many 
may expect to start in where they 
left off, with the same franchises, 
the same products, the same sales 
policies without figuring that the war 
years may have brought the need 
for a different selling program. 

The wholesaler and particularly 


the salesman can help these dealers 
by keeping them up to date on prod- 
uct news and trade information that 
would be useful in deciding just 
what manufacturer’s lines should be 
handled and what products can be 
merchandized successfully by that 
dealer. 

The wholesaler should help the 
dealer decide what models and types 
of old line appliances will be most 
in demand within his sales area. 
Much of the decision here will de- 
pend on the character of the neigh- 
borhoods that will be his primary 
market and what the war years have 
done to change the buying habits of 
these potential customers. For ex- 
ample, the dealer who sold many 
large capacity refrigerators to the 
homes of middle and high income 
customers, may find that war-time 
developments of a nearby lower-in- 
come neighborhood would present 
him a large market for the smaller 
capacity refrigerators. Similar an- 
alysis can give the dealer a better 
knowledge of the model and price 
range of radios he will carry. 

The dealer will need to study what 
prospects he may count on for some 
of the new products that are ex- 
pected to appear in quantity soon 
after the war. The wholesaler and 
salesman have the job here of help- 
ing acquaint the dealer with the 
sales potentials of these products, as 
well as their physical properties. 
Once the dealer knows something 
about quick-freeze units, air condi- 
tioners and humidifiers, television, 
FM, electronic devices, etc., he can 
return to his analysis of his sales 
area to determine how large a market 
he can anticipate. Many factors will 
be quickly apparent when the deal- 
er’s market area is studied. If he 
serves a metropolitan district which 
is built up with apartments and 


tightly-spaced houses, he may have 
a post-war market for television, 
but certainly the quick-freezing cab- 
inets above the small storage size, 
should not get much of his attention. 
But another dealer who can drive 


around his town or sales area and 
see all the Victory gardens, small 
chicken even if they 
were started as war-time expedients, 
can forward to a successful 
quick-freeze cabinet business. 

It will not be too early for the 
dealer to give some thought to how 


houses, etc., 


look 


large a sales force he will need to 
get efficient coverage of his town ot 
sales territory. Wholesalers should 
try to make the dealer start planning 
his staff now. 
Planning the Sales Force 

In determining how large a stafi 
he will need, the dealer will need to 
consider several of the factors men- 
tioned above — what lines and new 
products he is to handle, what com 
petition he may encounter, what 
new neighborhoods will need inten 
sive coverage, etc. Once he has de 
cided this, he can make tentative 
plans on the personnel he 
choose. He has, 


will 
probably, one or 
more of his ex-salesmen working 
now in servicing. Others may have 
left for war-plant jobs and will want 
to be considered for re-employment. 
Then, of course, the dealer will have 
some members of his pre-war sales 
staff who are in the armed forces. 
From these groups the dealer will 
have to decide what men he will try 
to place on his post-war staff and 
how many he may be obligated mor- 
ally to re-employ. 

Utilizing the Manufacturers’ Helps 

In order to make most effective 
this post-war planning by dealers, 
the wholesalers and salesmen should 
encourage the use of those helps 
which the manufacturers of appli- 
ances are offering the dealers. 

Most of this material and these 
programs are designed to help the 
dealer make ready for the post-war 
market by using his present contacts 
and good-will along with intelligent 
planning and constructive thinking 
on post-war problems. Many first 
class manufacturers are working in 
that direction now. 

For instance, the subject of sev- 
eral large advertisements in various 
dealers’ publications is the “Planned 
Electrical Merchandising” program 
devised by the Edison General Ap- 
pliance Co., Inc., Chicago. This 
company states that it has available 
six booklets designed to help dealers 
“plan for a better future in the mer- 
chandising of electrical appliances” 
and which are based on “practical, 
field-tested suggestions.” 

Another company, the Premier 
Division of Electric Vacuum Cleaner 
Company, Inc., Cleveland, is devot- 
ing its trade paper space to a series 
on urging dealers to “organize post- 
war selling plans’ now. This 
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company is covering in each adver- 
tisement some phase of post-war 
selling that it believes the dealers 
should be considering now. It is 
also making available through its 
factory branches any help that its 
dealers need. 

Wholesalers will find that other 
methods are also being used by man- 
ufacturers both to call to the atten- 
tion of retail dealers the necessity 
of making postewar planning now 
and to help the dealer along specific 
lines of effort. There is the “War- 
time Idea Exchange” sponsored by 
Kelvinator. Advertisements in the 
trade papers promote that com- 
pany’s project — the preparation of 
“Helps for Homemakers,” a series 
of monthly booklets for distribution 
by dealers to consumers. Kelvinator 
calls its booklets “. a continu- 
ing point of contact between dealers 
and consumers, automatically build- 
ing good-will 53 

There have been several programs 
instituted which were designed to 
get customers signed up for post- 
war purchases. 

One that is currently being pro- 
moted through nationwide adver- 
tising offers possibilities to the 
wholesalers who want a specific pro- 
gram to suggest to their dealers. 
This is the “U Plan for V Day” 
program sponsored for the Univer- 
sal line of appliances by Landers, 
Frary & Clark, New Britain, Conn. 

That company’s advertisements 
in consumer magazines offer the 
public a check list on which they 
may indicate the household devices 
they want after the war and the ap- 
proximate price at 1941 list. The 
consumer is urged to buy war bonds 
equal in value to the cost of appli- 
ances. The consumer takes his 
coupon to a Universal dealer and is 
registered for priority consideration 
when products are available. The 
dealer who is urged to participate in 
the “U Plan for V Day” is able 
to line-up a considerable amount of 
appliance business for post-war. 

A similar plan is offered by the 
St.Charles Manufacturing Company 
to promote its line of steel kitchen 
cabinets. The inducement to the 
prospect is a ‘““V Day Delivery Pref- 
erence” by which the home owner 
may order her kitchen equipmext 
now, pay a 10 percent down pay- 
ment, and regular payments which 















Typical Examples of How Manufacturers Tackle 
The Post-War Appliance-Selling Job Today 
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Organize Your Post-War Selling Plans 
by Getting an Accurate Line-up Now of 
Your Customers’ Post-War Buying Plans 


Make a check-up now on the’ 
electrical appliances your Service 
customers need and intend to buy 

first in the post-war period. Many deaiers 
already are doing this- making up lists 
of appliances wanted and the people 
who want them. You'll find this simple 
to do—and very valuable. You'll be in 
&@ position to base your preparations for 
the future on facts rather than guesses— 
and your customers will appreciate and 
temember the special consideration they 
receive from you when the big rush of 
post-war buying begins. 











Using service contacts to establish a 
prospect list for post-war is the story 
to dealers from the manufacturers of 
Premier Vacuum cleaners. 












Appliance dealers are urged to build up 
profitable sales: contacts now in this trade 
paper advertisement series of the Easy 
‘Washing Machine Company. 
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1S MY LOCATION GOOD 
FOR POSTWAR BUSINESS” 














Landers, Frary & Clark, promoting its “U Pian 
for V Day” to dealers who want to sign up 
prospects now for future delivery of Uni- 
versal appliances, are aiding their dealers 
through advertising and promotion. 










will receive 2 percent interest, or 
buy war bonds which can be used 
to pay the full price of the equip- 
ment on delivery date. 

The wholesaler and salesman will 
find other plans available which can 
be used by these dealers. Active 
participation can build -up a size- 
able backlog of orders as well as the 
good-will that will pave the way 
toward more post-war appliance 
sales. 


Post-War Thinking Produces Action 

As obvious and as elementary as 
all these various factors are, they 
must be emphasized to the dealer so 
that he looks at each as a part of the 
whole and each as related to the 
other in the over-all post-war plan. 
The wholesaler and the wholesaler’s 
salesman will have accomplished 
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‘instruction booklets designed to help dealers 













Hotpoint wants a group of well-established 
and well-trained dealers for post-war appli- 
ance selling, and is advertising a series of 


get ready to resume appliance selling. 


Samples from advertisements show that appliance manufacturers are anxious to 
help dealers prepare for post-war business. Wholesalers can encourage dealers to 
make use of these services. 


much in preparing their post-war 
appliance outlets when their dealers 
are working actively on a definite, 
well-planned program of post-war 
study. 

It will be up to the wholesalers 
and salesmen to give their dealers 
much of the material needed as well 
as the organized thinking that must 
be in back of the post-war thinking. 
Every wholesaler and salesman must 
be ready to show the dealer in which 
direction he must think and plan, as 
well as to give dealers the “push” 
they need to overcome inertia. 

It may take a lot of work at a 
time when there are many immediate 
jobs to do, but the net result will 
be a group of dealers prepared to 
be profitable post-war outlets for 
the wholesaler’s lines of appliances. 


-- 
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The CAMERA CLICKS 





STOCK BINS located close to the city counter Los Angeles. Ten rows of steel bins, each 50 feet 
and display room are very practical as well as from front to back, make an effective and attrac- 
attractive at General Electric Supply Corporation, tive background for the counter. 


DISPLAY STAND—This display fixture for wiring de- 
vices was designed and built by GE Supply, San Francisco, 


NAIL-UP—No Squat, no stoop, no grunt, was the aim of 
and has become the model for others at nearby branches. 


A. Dellwig, warehouse foreman of The Electric Corp., San 


The platform is 3 feet square, is mounted on casters, and 
has four swinging leaves which hold more than 500 num- 
bers. The center standard is 3-inch, 2-inch and 12-inch 
pipe. Salesman F. K. Graff is shown with the model. 


Francisco, when he designed and built this portable nail- 
up center. It is 22 feet square with top of 2-inch planks 
on 4 by 4-inch legs. Shelf underneath holds nail box, 
hammer, etc. Hatchet is on a holder on the side. The 
bench may be wheeled to any part of the packing floor. 
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on Stockroom Tricks 

























CABLE MEASURER — With a 
standard measuring machine -as 
the central feature, the Graham- 
Reynolds Electric Co., Lo: 
Angeles, has designed and built 
pay-off and take-up reel fea- 
tures by which the heavy reels 
are lifted and held in position 
by jacks. The system does away 
with the necessity of pulling the 
lengths of cable out onto the 
floor for measuring. The three 
elements of the system take up 
only about 15 feet of floor 
space. 












































At the right, top photo, is 
reel ready to unwind for meas- 
uring. The reel is on a steel 
rod which is resting on building 
jacks. The reel is rolled onto 
the platform, then raised by 
the jacks so it will turn freely. 
Small reels are rolled onto 
wedges to raise them to the 
height of the jacks. The plat- 
form is on casters. It can be 
loaded anywhere in the ware- 
house and rolled to the measur- 
ing machine. 












The cable passes through 
counter to take-up reel, cente 
photo, which is powered by 12 
horsepower motor through a 
reduction gear. This reel is 
raised on auto jacks so it may 
be lowered to the floor. 






PIPE SEPARATORS — With 
vertical storage of pipe, it is no 
easy job to count stock so A. 
Dellwig, warehouse foreman of 
The Electric Corporation, San 
Francisco, separates them into 
rows or layers by means of 
wood separators between each 
row. Then the counting be- 
comes an easy matter from the 
sides, knowing the number of 
pipe in each row. 


He showed ingenuity by 
hanging each wood slat separa- 
tor by means of a string from 
nails driven into the overhead 
beams at distances apart equiva- 





1 of lent to the thickness of the 
San layer of pipe. When one row of 
nail- pipe is laid, the separator is 
anks thus always ready. It is swung 
box, up and the end placed on top 
The the angle iron which forms 
loor. the dividing line of the bay. 
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Nalesmen’s Kox-hole Lales 
From the Wholesaler’s Battle Front 





Smart Selling Books” 
Juicy Capacitor Order— 
Whets Appetite for More 


“While many wholesalers’ sales- 
men have no doubt sold numerous 
capacitor installations, I am_ not 
ashamed to acknowledge a ‘first’ as 
far as I am concerned in one now 
being completed for a coal mine in 
my territory, which produces some 
2000 tons per day. I can further 
say that it has been an interesting 
job to me and one which will make 
me particularly observant of condi- 
tions hereafter to try and sell some 
other installations.” 

This was a statement of A, L. 
Wiggenstein, salesman for the 
Electric Supply Co. He then went 
on to describe the conditions. 

“This operation had very bad 
power factor conditions. The feed- 
ers to the mine had a run of 4000 ft. 
from the utility substation. To in- 
crease the feeder capacity under nor- 


Wholesaler’s salesman A. L. Wiggen- 
stein’s first capacitor job proved to be 
such a success that he looks forward 
to bigger and better capacitor jobs in 
the future. 


80 


mal conditions would be quite costly. 
Under present conditions, copper 
could not be obtained at any price. 
Yet the company was faced with 
the necessity of obtaining more out- 
put. 

“T had been contacting the super- 
intendent and electrician of the mine 
regularly and found them complain- 
ing about this power problem, and 
also found them not up to date on 
the subject of capacitors and what 
they can do under such conditions. 
| therefore explained their func- 
tion and suggested that I would like 
to make a survey of the situation 
and see what might be accomplished. 
It was like selling a pig in a poke, 
but I at least got consent to make 
the study. 

“Working in conjunction with 
the utility engineers on the problem, 


-we charted up the losses and also 


the proposed gains that could be 
made with a capacitor installation 
of suitable proportions. 

“To make the arguments more 
forceful, I drew up a plan for the 
complete installation. This embod- 
ied a total of 270 kva in capacitors ; 
90 kva to take care of the hoist and 
tipple and a 180 kva bank to be in- 
stalled down in the mine, to take 
care of motor-generator sets, cut- 
ting machines, joy loaders, etc. 

“Naturally, no iron-clad guaran- 
tee could be made as to what could 
be accomplished by use of the ca- 
pacitors, but the mine operator had 
sufficient confidence in our company 
and in the ut:lity so that they gave 
the go signal. 

“The equipment put in consisted 
of Type CP capacitors, single phase, 
2500 volt—15 kva units to the 
bank. The equipment ran to an 
order of approximately $2000. 

“The power factor under the old 
conditions of operation was 67 per 
cent. Not only did this represent a 


tragic loss of power, but their 
equipment was not operating right 
and they had a lot of costly main- 
tenance work to do. With the new 
installation now under way, we an- 
ticipate securing a power factor of 
90 per cent to 95 per cent, which 
will just about solve their problem 
for the present. You can rest as- 
sured that I am plenty anxious for 
the installation to be completed to 
see how well it will perform, and 
hoping, of course, to even exceed 
the estimates.” 


Salt Lake City 
Wholesalers Cooperate 
To Speed Steel Plant 


Over night the A. S. Schulman 
Electric Company’s warehouse at 
Geneva, Utah, (35 miles from Salt 
Lake City) was razed by fire. This 
building contained material for the 
construction of the new Columbia 
Steel Company plant, and the loss 
was estimated at $300,000. 

The morning following the fire all 
of the local distributors were asked 
to list a complete inventory of all 
construction material which they had 
in their stocks and have this in- 
formation in the hands of Mr. Wise, 
purchasing agent for the A. S. 
Schulman Electric Company, four 
hours later. Every distributor im- 
mediately set to work and fulfilled 
this request. 

The following day the wholesalers 
were given copies of orders which 
they had previously supplied on that 
job, and which items had been de- 
stroyed by fire. They were asked 
to furnish new quotations giving 
earliest possible delivery dates that 
material could be delivered. This 
request necessitated much overtime 
work, long-distance telephone calls, 
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Tells the story. A. V. Bronson of the 
Sales Department of the General Elec- 
tric Supply Corporation, Salt Lake 
City, one of the cooperating whole- 
salers, sent in this good example of 
how wholesalers are helping the war 
effort. 


telegrams, and other expenses which 
were wholeheartedly met by all dis- 
tributors; and the results were that 
within three days the purchasing 
agent had all the information he de- 
sired and new orders were being is- 
sued and replacing shipments were 
on the way to Geneva, Utah. 

We have voluntarily in- 
formed that the contractors of this 
vitally needed steel plant, which is 
being rushed to completion, recog- 
nize and appreciate the very valuable 
services that the Salt Lake City 
Electrical Wholesalers rendered in 
this dire emergency. 


been 


Wholesaler’s Ingenuity 
Speeds X-Ray Machines 
For Navy Hospital 


The Navy was able to get prompt 
delivery of some X-Ray machines, 
which were urgently needed for hos- 
pital installation, through the ability 
of a wholesaler to devise a method 
of using less of a critical component 
in the manufacture of the equip- 
ment. 

A manufacturer of X-Ray ma- 
chines sent an order to the Steiner 
Electric Company, Chicago whole- 
saling concern, for some _ extra 
George S. Steiner, 
president of the company, handled 
the request and found that such 
wire was unobtainable in such quan- 
tity except for a two-or three-month 
delay. He tells how he was able 
to help the manufacturer get his 


flexible - wire. 


order for the machines to the Navy 
on time: ' 

“T took a coil of wire from stock 
out to the plant and upon being 
shown the X-Ray machines, sug- 
gested that only a few feet of the 
special wire was needed on each 
machine. 

“Following this suggestion they 
used only two or three short pieces 
of the extra-flexible wire to make 
very short turns. Our wire was 
sufficiently flexible for the rest of 
the board. 

“Thus they saved time, money 
and burden upon the wire manufac- 
turer. And they were able to de- 
liver their X-Ray machines to the 
Navy on time.” 


Wholesaler’s “Know-How” 
Speeds Vital Products 
To Navy Supply Base 


The Mine and Smelter Supply 
Company, acting as jobbers and as 
distributors for Deep Well Turbine 
Pumps greatly reduced the time of 
delivery on a pumping unit that was 
urgently needed for construction 
purposes and fire protection at one 
of the local war plant projects re- 
cently being rushed to completion. 

Our company received from a 
mechanical sub-contractor, on the 
naval supply base, a request to quote 
on two deep well turbine pumps. We 
presented our proposition quoting 
one large Deep Well Pump with 
electric drive and a second similar 
unit with a combination electric and 
gasoline engine drive. Our deliv- 
ery promise on the AA-3 priority 
specified was eight weeks. Our 
proposition was acceptable, but the 
engineer, in charge of construction 
advised that they must have better 
delivery; that one pump was ur- 
gently needed for construction pur- 
poses and fire protection. 

At the request of the construc- 
tion engineer, I called the sales 
manager of our pump manufactur- 
ers on long distance phone to learn 
what the bottle-necks were and what 
we could do to hasten delivery. The 
sales engineer, with whom I talked 
stated that they had all parts for one 
pump on hand, with the exception of 
170 feet of l-inch shafting required 
for the pump column, and that if 
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we could supply this shafting and 
ship it to them by express, they 
would make shipment of one pump 
within five or six days from the 
time the shafting was received. 
They had seoured the whole West 
Coast, but were unable to locate any 
shafting of the required size. 

We had our Salt Lake Office im- 
mediately search the intermountain 
territory for the shafting, but with- 
out success. We then called our 
branch at Denver, Colorado, on long 
distance phone and learned that 
they had approximately 350 feet of 
this shafting in stock. We had them 
make express shipment to the manu 
facturer of sufficient shaft to take 
care of one of the pumps. 

As a result of this action on our 
part, the first pump was shipped 
within about four days after this 
express shipment of shafting ar- 
rived. The pump was installed im- 
mediately upon its arrival at des- 
tination, and was delivering water 
fully five weeks ahead of the date 
of our original promise. Following 
this express shipment, we shipped 
by freight, sufficient shaft to take 
care of the second pump, and the 
delivery on the second pump was 
nearly cut in half. 

In view of this, I feel that our 
company as stocking jobbers and 
distributors rendered a real service 
to this important war project being 
rushed to completion with all pos- 
sible speed. 

This is but one incident of many 
such cases where we have been able 
to help the war effort by hastening 
delivery of equipment vitally needed 
at the war projects. 


H. F. Webb is manager of the Ma- 
chinery Department at this whole- 
saling house. He tells how ability to 
locate stocks helped the Navy. 
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The NEW 
SMITHCRAFT “Controlled Light” 


does give proper direction to the light rays 
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=. SMITHCRAFT ORDINARY 
- Controlled Light Rellector Reflector 





Vote 
Dark areas 
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no light loss 
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This entirely new scientifically engineered V-reflector provides the utmost in lighting efficiency and 
output. Light loss is reduced to a minimum. 





MMMM Mh dMhdhhddddhdhddddddddddddde 


Controlled Light Reflector directs maximum light to the working plane— 
actual foot candle tests prove its greater effectiveness. 


It will pay you to send for full details—this outstand- 
ing fixture development by Smithcraft will 
increase your fluorescent 

sales. 


selling theme=—a new 

conception in lighting has been 

achieved by Smithcraft. Mechanical excellence — 

all steel for strength — wide variety of mounting methods — new captive-turn paieen 
reflector fastener or release — Supercoat finish, baked or porcelain e 1 
installation and easy maintenance — all these and more available with the new Smith- 


craft Industrial Fivorescent line. 


A COMPLETE FLUORESCENT LINE 


Industrial units for individual and continuous row mounting. Also smartly styled 
commercial units. 


A. L. SMITH IRON CO., Chelsea 50, Mass. 





WHOLESALER’S SALESMAN — August 1944 





Sth oe 6 Bh ee a 2. 


inet nen a 


thames 





I 


\, N 
\ 


ail 4 Mut‘ 


Lhdh hdd dd dideddiddidiatdld<Madhedididillad 


ency and 


} plane— 
ctiveness 


outstand- 
icraft w 
yorescent 


The CAMERA CLICKS 
Among West Coast Wholesalers 





§ * “Modernize and Economize’ are the watch 

words of industry and consequently of the 
wholesaler's salesman today,"’ says D. C. Pence, 
sales manager of the eenanonts Electric Supply 
Co., Log Angeles. ‘Startin ht now, the far- 
seeing salesman will squelc his order-taking 
tendencies and practice real ‘ell ing, so as to make 
of himself a sales engineer in the fullest sense of the 
word. When he goes into a plant—any plant—he 
mus* be able te study it as a whole and under- 
stand its operation and the nature of the product. 
After that, he must analyze the plant from the 
standpoint of the modern electrical sales possibdili 
ties it presents.” 


Established in business in October, 1939, the 
Plough Blectric Supply Co. of San Francisco is 
n@ of the younger members of the N. W. A. 
Th - photograph shows Harold Semichy, manager, 
t the leit, then K. O. Plough, owner, in the cen- 
co. and Martin Keating, sales manager. Mr. 
Plough started with the Western Electric Co. be- 
fore the supply department became Graybar. 


3; Edward P. Siegert, sales manager and purchas 
e agent of the Central Supply Co., Portland, 
fer the war, he believes that two things 

are - saintely coming to the front in that territory: 
(1) Electrical saaine of homes; (2) Great expan- 
sion in food freez plants. Fluorescent lighting 
n the home aad induabey ig also in for expansion. 


August 1944 — WHOLESALER’S SALESMAN 


This is C. W. Goodwin, Jr., district manager of 

the General Electric Supply Corp., San Fran- 
cisco. Like many others, he reports that a vast 
number of people whe were not previously in the 
appliance business are now seeking to set up deal- 
erships as soon as the break comes. Some have 
gone so far as to have secured locations and ask 
for franchises. Some are women whose husbands 
are in the service and who are looking for infor- 
mation to the end that he may have a business to 
turn to after he gets back. 


The General Electric Supply Corp., Sam Fran- 

cisco, is preparing to develop the field of elec- 
trogics intensively and has created a department 
for that purpose which is headed by Joha J. 
Keane, electronics specialist. It will be his duty 
to interest the G. E. Supply salesmen in this field 
and to train them. He came to this position via 
the "radio route." 


b This igs G. D. Settler, new purchasing agent ot 
the Associated Wholesale Blectric Co., — oa 
geles. He readily qualifies as am old-timer 
received his early ening in the old ihnoia 8 ties 
tric Lom Angeles house. Prior to coming te thm 
noaition, he was at Camp Pendleton, Oceanside, 
Calif., where he spent 16 months as an electrical 
inspector and before that had been employed with 
this same company, the Associated Wholesale 
Electric. 











ALES PERFORMANCE 
at a glance ! 


TOMORROW will belong to the sales 
executive who foday.is setting up terri- 
tories, re-staffing field forces and as- 
sembling the facts necessary to the 
achievement of marketing objectives. 

These preparations for quick-devel- 
oping sales power must provide ade- 
quate record controls of the kind that 
give visibility to facts, charting them 
for easy comparison and thus generat- 
ing the “‘Fact-Power” that speeds up 
executive analysis, coordina- 
tion and decisions. 


ned for production of optimum results ? 

“3 Ways to Build Sales Power in 
Postwar Markets” condenses into 20 
vital pages the methods used by hun- 
dreds of organizations to get true and 
current answers to many such questions 
—the facts on which constructive and 
efficient control is based. This helpful 
booklet belongs in your briefcase. It is 
offered free of charge from our nearest 


Branch Office. 


Get this free book of 
practical ideas on 


MARKET ANALYSIS 
REBUILDING THE SALES FORCE 
THE 3 ELEMENTS OF CONTROL 


— Individual Account 
— Sales Territories 
— Branch Offices 


VISUAL SALES PRESENTATIONS 





W hat percentage of quota has 
a man sold to date? Are his sales 
properly distributed through the 
product line? Is his salary or 
drawing account status satis- 
factorily related to actual sales? 
Is the territory properly man- 
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SYSTEMS DIVISION 


REMINGTON RAND 


Buffalo 5, New York 
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Smart Salesmen Post Customers 
n Contract Termination Snarls 





HE line forms at the right, 
back of the office desk, out that 
side door past the guard’s gate, 

extends on down the street for two 
blocks, each hour of the day. 

You, who have spent many hours 
warming a seat in this same office 
of this same aircraft factory, wait- 
ing to see the buyer about an or- 
der, can readily imagine what will 
happen when all of us descend on 
that little office to settle our ter- 
minated contracts and cancelled or- 
Without too much imagina- 
tion you can readily visualize the 
above picture. Depict this scene 
multiplied many times in all the 
war plants on which you and other 
men in your organization call. 

If this chaotic condition through- 
out our country did occur, and it 
could, would these customers, faced 
with the staggering problems of 
termination, be greatly interested in 
talking to an electrical wholesaler’s 
salesman about new products and 
sales potentialities ? 

Have you _ noticed this—most 
business men when queried about 
contract settlement, say :—“Quick 
settlement of terminated contracts 
is essential to get needed money, 
Wels cone 

It is easy enough to say, and 
then sit back and wait to see what 
the government is going to do. 
Right now during the all out war 
production effort known as the 
“To Hell with the cost” period; 
we in the electrical distribution in- 
dustry are doing a job of which 
we have every right to be proud and 
we will continue to do this same 
efficient job as long as we are 
needed in the war program. 

Blind intelligent faith is a splen- 
lid thing in its place. But—right 
now, original thought and construc- 
tive action are necessary. There 


ders. 


is a slogan of our Pilgrim Fathers 
which has been repeated so fre- 
quently that it may seem something 
of a bromide but it is apropos dur- 
ing these times. “Trust in God but 
keep your powder dry.” 

If that philosophy is sound— 
and we know it is—we cannot help 
but ask whether it is desirable for 
those in our industry to take an 
order with just any termination 
clause or cancellation phrase regard- 
less of legal meaning and interpre- 
tation, only because it is a govern- 
ment contract? It is not necessary 
and it certainly is not the better 
part of caution. 

According to the Baruch and 
Truman reports, fifty billion to one 
hundred billion dollars of contracts 
are estimated to be on hand. These 
contracts are to be terminated at the 
end of hostilities. The army alone 
has 100,000 prime contracts and one 
million important sub contracts 
(perhaps two million counting the 
smaller ones) in the United States. 
Contract terminations alone may be 
close to one hundred million dollars. 

On September 30, 1943, the most 
recent date for which accurate in- 
formation is obtainable, the army 
had terminated over 9,000 net con- 
tracts. Of these more than 4,000 
had to be negotiated. Of 2,136 
of these 4,000 contracts, 42% were 
settled in 3 months, 29% in 4 to 
6 months, another 29% in over 7 
months. Of the 2,136 contracts, 
54% were settled for an average 
of 76% of dollar value. The War 
Department announced in late Sep- 
tember that nearly 8% billion dol- 
lars worth of contracts had been 
cancelled through the general termi- 
nation clause in war production 
contracts. That was already about 
one billion dollars more than the 
total value of terminated contracts 
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By C. B. Pierson* 


at the close of World War I. This 
rather startling valuation represents 
85,020 contracts. Of this number, 
11,095 were terminated during Aug- 
ust 1943. This was an 
of 44% over the July termination. 
We know that to date the cancella- 
tion acceleration has been rapidly 
increased. We do not have to wait 
until V-Day to see and feel it. 
Remember most of your sales are 
to one customer. In mid 43 the 
government was financing over one- 
half the cost of the entire war. 
The man who merely shrugs his 
shoulders and adopts an attitude of 
Laissez Faire is one of those men 
who will be standing in line at the 
aircraft factory and therefore can’t 
be in his own office to see you. 
When termination day really 
comes, can your customer wait from 
three months to three and 
half years to get paid and still be 
a good customer or can he be oc- 
cupied rather, as might we, in put- 


increase 


one- 





*Credit Manager, 
Graham-Reynolds Electric Co. 
Los Angeles, California 











THE MILLER TROFFER 
SIMPLIFIES FURRING 


Miller Troffers can be hung directly 

from structural ceiling and, = means 

of patented Miller bracket, the false 

ceiling (either wood or metal frame) 

can hung from Troffer. This 
reatly simplifies furring and adds to 
xibility of installation. 


We have just rounded out 100 years in 
the lighting business but we don’t think 
about it that way. We figure we're just 
starting our second 100 years—with 
feet firmly braced on past experience 
and eyes on the future. 


We believe — implicitly — that we 
have developed the best dawgonne 
continuous flourescent lighting 
systems the world has ever seen 
—seen BY—and seen BETTER by. 


They have proved themselves, breaking 
lighting bottlenecks on our production 
front. By consistently delivering the 
goods, they have earned their place of 
foremost consideration in postwar 
planning of all kinds, including offices, 
stores and schools. 


The Miller two-light Troffer, shown 
above* can be economically installed 
(recessed, flush or pendant) in almost 


for the man who likes i? 
straight trom the shoulder! 


any type ceiling. It is attractive—and 
practicable—in single units, combina- 
tions of units or continuous. rows BY 
THE MILE. Its shallow dished panels 
offer a wide variety of designs. It is so 
versatile that its applications are almost 
as unlimited as the architect's ingenuity. 


It is economical to service and so eco- 
nomical to operate that building-wide 
installations are often decided upon— 
instead of replacement of an occasional 
fixture. 


As the huge wartime bulge in industrial 
lighting tapers off, new users of fluo- 
rescent lighting will fill the gap. Fill it 
for the salesman who has the goods. 


Our engineers are in principal cities 
and they are there to help you in every 
way possible. So call a Miller Engineer— 
or get in touch with us—and see how 
our 100 well-spent years can help your 
firm—and you! 


*Shown now only for your advance planning. 


THE MILLER COMPANY ec MERIDEN, CONNECTICUT 





ILLUMINATING DIVISION 


OIL GOODS DIVISION 


ROLLING MILL DIVISION 


Fluorescent, Incondescent 
Mercury Lighting Equipment 


Domestic Oil Burners 
ond Liquid Fuel Devices 


Phosphor Bronze and Bross 
in Sheets, Strips and Rolls 


WAR CONTRACTS DIVISION 
Wer Materiel 
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ting post war plans into operation 
in order to maintain our economic 
structure.. Remember when V-Day 
comes— 

1. Government 
largely cease. 

2. Liabilities will mature and the 
flow of ready eash will cease. 

3. Prime contractors, sub-con- 
tractors, afd the various sub-sub- 
contractors will have to Re-Tool 
and Re-Stock. 

4. New investments will be neces- 
sary. 

5. Payment of high war taxes 
will still have to be paid from 
money not yet received. 

In the eyes of many of your 
customers, especially the smaller 
firms, you are the supplier and they 
look to you for help and advice in 
diverse ways, as you have already 
found out in the past. Can you 
be in a position to assist him on 
terminations? You may have to. 

I know of one case in which a 
customer had a contract terminated 
on special machinery. This ma- 
chinery could be disposed of only 
through certain channels to certain 
sources. It was necessarily a long 
drawn out process. Prescribed 
forms had to be filled out according 
to the prescribed formulae, so many 
copies of this form and that form. 
I could sympathize with him. There 
was considerable delay in ascer- 
taining whether prepaid expense 
items incurred before the contract 
was landed, could be substantiated. 
It was necessary to correspond 
frantically with friends, hotels, and 
railroads to prove $2500.00 travel- 
ing expense. The item was even- 
tually allowed as part of the con- 
tract expense. The electrical whole- 
saler’s salesman should be able to 
point out similar savings to his 
customer. 

The electrical wholesaler still has 
opportunity to again perform a val- 
uable service to American business. 
He wants to do a job in giving 
reemployment, to get into peace- 
time business procedure, to prevent 
a serious recession and the conse- 
quences it would entail. He has 
an opportunity to give a service in 
termination procedure to his custo- 
mers where it is needed and don’t 
think it will be forgotten by those 
customers, if it will help them to 
stay in business. It can be done 
with no liability on the part of the 


financing will 


party making the approved recom- 
mendations. 

Here are the approved recom- 
mendations that should be passed 
along to every interested customer: 

1. Recommend T loans and V. T. 
clause in loans your customer! may 
heed. . ° , 

2. Suggest that your customers 
study termination forms and Pro- 
curement Regulation No. 15. 

3. Have copies available of the 
measure known as “Contract Set- 
tlement Act of 1944.” 

4. Printed copies of suggestions 
available from many _ accurate 
sources can be obtained and passed 
on to others; for.example: Advice 
to customers on contracts. 

a. Arrange to have most recent 
and up-to-date cancellations 
clause on all contracts (a pur- 
chase order is a contract). 

b. Have some one capable person 
in the organization designated 
to be posted on proper termi- 
nation procedure. (The field 
offices of the Smaller War 
Plants Corporation say that 
any reasonable cost of such 
service in connection with 
termination will be considered 
a legitimate item of expense 
in war or sub contracts.) 

c. Review contracts, Procure- 
ment Regulation No. 15, and 
purchase orders, to see wheth- 
er you are able to give the 
information which you have 
agreed to in event of can- 
cellation. 

(Accounting and inventory. ) 

d. Make a classified inventory of 
all parts, equipment, and tools 
in connection with contracts; 
then secure their cost and de- 
cide what you want to keep 
and what you will be able and 
willing to pay for the inven- 
tory, in event of cancellation. 

e. Keep posted on _ current 
changes in regulations and 
government thinking. 
(Murray-George Bill) 

f. See that Subs and Sub Subs 
are adequately prepared, for 
your own protection. 

g. File claims promptly. 

h. Keep accurate inventory rec- 
ords. 

i. Approve subs claims promptly 
if they are correct. (This is 
rather a sticker and works out 
all right in theory but may 
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require considerable work and 
effort on your part so as to 
be able to present your claim. ) 
j. If necessary, secure the co- 
operation of contracting of- 


ficers, 
k. If unable to approve your 
customers’ claim, get yours 


approved promptly in order 
not to continue the chain of 
delay. (This must be con- 
sidered with section i. above.) 

1. Warn against padding of 
claims. 

m. Do not forget to submit par- 
tial claims when final settle- 
ment is bottlenecked. 

n. In the case of smaller busi- 
nesses which need not nor- 
mally use such services, con- 
sider the advisability of ob- 
taining professional service 
such as lawyers, engineers, 
and accountants. There will 
not be enough of these men 
available and they will be too 
busy to want to take on new 
clients. 

Any ideas suggested in this ar- 
ticle may need to be handled with 
tact and diplomacy, but it can be 
done. We in our organization have 
given a _ war-time service along 
similar lines ever since the outbreak 
of war and the inauguration of ma- 
terial controls. The various gov- 
ernmental rules, limitation controls, 
and priority orders were analyzed 
and condensed briefly into bulletins, 
and the gist of the orders was writ- 
ten in layman’s language which any- 
one could understand. These bulle- 
tins were issued to those in our 
organization who were in need of 
this knowledge and thus they were 
able to have this information with- 
out long hours of research and were 
then in a position to explain pro- 
cedure and methods to the custo- 
mers who desired a clarification. 

We even had copies of these 
bulletins available for our customers 
upon request and issued them, ex- 
plaining that they were merely our 
analysis and understanding, not as- 
suming any responsibility for defi- 
nite accuracy and interpretation on 
the part of the customer using them. 

(This article is not intended to 
cover the technical phases of con- 
tract termination. The writer read- 
ily realizes that such data can be 
secured from much more authentic 
sources. ) 


87 





EW users realize the importance 

of Certified Ballasts and Certified 
Starters in the operation of fluorescent 
lighting fixtures. But they are so vital 
to eae fluorescent lamp performance 
that it’s doubly important to get fix- 
tures with “control” equipment you 
can depend on. Like all parts of 
Certified Fleur-O-Lier fixtures they are 
tested and certified by impartial Elec- 
trical Testing Laboratories, Inc. of 
New York, as meeting definite Fleur- 
O-Lier standards. 


Certified Ballasts and Starters can be 
readily identified by the E. T. L. shield. 
Look for it when you examine the fix- 
tures you buy or specify. 


FLEUR-O-LIER MANUFACTURERS © 2121-8 KEITH BUILDING « CLEVELAND 15, OHIO 


FLEUR-O-LIER 


CERTIFIED FIXTURES FOR FLUORESCENT LIGHTING 


Participation in the FLEUR-O-LIER MANUFACTURERS’ program is open toany manufacturer who complies with FLEUR-O-LIER requirements 
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Recent WPB Orders and Revisions 





Aid for Rehabilitating Hotels 
Released by Army and Navy 


Establishment of a _ procedure 
under which the office of Civilian 
Requirements may give special as- 
sistance in the rehabilitation of 
hotels, apartment houses and office 
buildings released by the War and 
Navy Departments for private civil- 
ian operation, was announced re- 
cently by the War Production 
Board. 

To qualify for such assistance, 
the prospective purchaser of the 
equipment needed for such rehabili- 
tation must obtain from the author- 
ized officer of the Army Corps of 
Engineers, or the Navy Bureau of 
Yards and Docks, a certification 
that the list of materials and serv- 
that he to procure 
correctly sets forth the quantities 
and kinds of items and services re- 
quired. 

The Office of Civilian Require- 
ments must in turn assure itself 
that the buildings to be restored are 
in areas where such additional fa- 
cilities are required for uses essen- 
tial in the war effort and that the 
proposed total procurement for re- 
habilitation purposes is within rea- 
sonable limits as to types and quan- 
tities of items and as to delivery 
schedules. 


ices proposes 


For rehabilitation cases thus cer 
tified and reviewed, the Office of 
Civilian Requirements is authorized 
to assign preference ratings of AA- 
2X for the procurement of particu- 
lar items of equipment, supplies and 
minor construction. However, this 
rating may not be assigned to any 
item costing in excess of $5,000 
without prior consultation with the 
‘ffected .end-product division, nor 
‘an the total assignment of ratings 
for all projects thus authorized ex- 
ceed $2,000,000. The authority is 
extended for a period of twelve 
nonths. 

Items of equipment that require 
no preference ratings, but are sub- 









ject to release by WPB only on 
special application, may be released 
by the Office of Civilian Require- 
ments from its own quotas if the 
items have been quantitatively pro- 
grammed on the basis of require- 
ments from various claimant agen- 
cies. In the case of items not so 
programmed, concurrence of the 
affected WPB industry Division 
will be obtained before the release 
is given. Total releases’ of such 
equipment shall not exceed $2,000,- 
000 and this authorization also is 
to extend for a period of twelve 
months. 


Civilian Goods 
Production to Increase 


The War Production Board has 
announced that manufacturers will 
be granted permission on August 15 
to start production of civilian goods 
as manpower and materials become 
available. The schedule for the is- 
suance of four orders designed to 
enable industry to prepare now for 
limited reconversion is as follows: 

1—The order freeing aluminum 
and magnesium from existing re- 
strictions was to become effective 
July 15. 2.—Regulation permitting 
manufacturers to order machine 
tools was to become effective about 
July 29. 3.—The order permitting 
manufacturers to make a working 
model of a civilian product de- 
signed for post-war production was 
scheduled for July 28. 4:—The 
“spot authorization order” which 
would have allowed manufacturers 
to produce civilian goods as soon as 
manpower and materials are avail- 
able will not be issued until about 
August 15. 


Flashlight Batteries 
Available on WPB-547 


Distributors serving farm and 
other essential civilian users may 
replenish their flashlight battery 
inventories by applying for prefer- 
ence ratings on WPB Form 54/7, 
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the War Production Board said last 
month. 

Applications for rating on third 
quarter flashlight requirements 
should be filed with WPB’s Whole- 


sale and Retail Trades Division. 
All applications must show the type 
of flashlight battery applied for, 
such as No. 915, No. 935 or No. 
950. As supply is limited, each dis- 
tributor who applies should expect 
to receive ratings only on compara- 
tively small quantities, WPB said. 
Only one application will be con- 
sidered for the quarter from each 
distributor. 

The following manufacturers will 
be advised by W PB to set aside ade- 
quate quantities of flashlight bat- 
teries to fill distributor orders ex- 
clusively which carry WPB-547 
ratings : 

Abbott Mfg. Company, Summit, 
N. J.; Acme Battery Corp., Brook- 
lyn, N. Y.; Blackstone Mfg. Co., 
Chicago, Ill.; Bright Star Battery 
Co., Clifton, N. J.; Burgess Battery 
Company, Freeport, Ill.; Eastern 
Battery Company, New York, 
N. Y.; Excell Battery Company, 
Los Angeles, Calif.; General Dry 
Batteries Inc., Cleveland, Ohio; 
Marathon Battery Company, Wau- 
sau, Wis.; Ray-o-Vac Company, 
Madison, Wis.; Southern Battery 
Company, Appomattox, Va.; Ster- 
ling Battery Campany, New York, 
N. Y.; Underwood Battery Com- 
pany, Cleveland, Ohio; Winchester 
Repeating Arms Co.; New Haven, 
Conn. 

In the past, flashlight batteries 
for civilian use have been obtained 
by distributors from manufacturers, 
without preference ratings. 


Flashlight Cases Available 
To Wholesalers on WPB-547 


A limited number of flashlight 
cases will be made available during 
the balance of this quarter for rat- 
ing on wholesaler WPB-547 appli- 
cations, according to announcement 
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ILLINOIS 
Completely Insulated 


ALL PORCELAIN 


WIRING SYSTEMS 


OUTLET BOXES 


Glazed and unglazed styles 
conforming to all existing 
standards of dimensions, 
spacing, position of knock- 
out holes and mounting 
screws. High mechanical 
and electrical efficiency. 


SWITCH BOXES 


Insure greater safety in 
wiring and the elimina- 
tion of all grounding haz- 
ards. Made of best qual- 
ity white porcelain. Metal 
inserts are placed in two 
holes of the switch boxes 
for receiving screws of 
standard switches, plugs, 
outlets, etc. Knockouts 
for single wires, also for 
cables. Specify and use 
them. 


@ Not only because porcelain saves 
vital materials is it- valuable today but 
because these systems give you high- 
est standards in results and offer your 
customers permanent wiring. Porcelain 
systems are safe, easy to install, and 
adaptable to practically all wiring plans 
and layouts. Grounding is unnecessary. 


No 


rusting or corrosion. Install 


ILLINOIS All Porcelain Wiring Systems 
the next time you have a wiring job. 


STANDARD TUBES 


In sizes '/, to 48 inches, 
5/16- to 3-inch diame- 
ter in following types: 
unglazed, glazed, split, 
floor, split floor, head- 
less, curved end, cross- 
over split, and cross- 
over. Diameters all 
uniform both inside 
and outside. 








KNOBS 


Cement coated — nail 
— genuine leather- 
washer — code stand- 
ard. They don't chip 
when driven in and 
they stay in place. 







TOGGLE 
SWITCH 
PLATE 

All porcelain 
with beveled 
edge and 
decorative 
pattern on 
face, 


CLEATS 


Standard one, two, and three-wire 
types. 


Bull Dog 


Look for this 
Trade Mark 


ILLINOIS ELECTRIC PORCELAIN CO. 


MACOMB, ILLINOIS 
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from R. P. Smith, chief, Electrical 
Supplies and Household Appliances 
Section, Wholesale and Retail Trac 
Division, War Production Board 
The quantity so rated will not b 
very large, he stated, and will lx 
aimed almost directly at the farn 
markets insofar as practicable. Hi 
suggested that wholesalers send i 
their applications based upon thei 
ability to move these cases to th 
farm trade. 
Mr. Smith 
W PB-547 
stocks carry the certification liste: 
in Paragraph (E), Order M-330 
Without this certification he does 
not expect the assignment of stocl 


emphasized _ that 
applications for sucl 


ratings under this procedure. 

Wholesalers who have applied r« 
cently for flashlight cases and have 
been denied, may now re-apply un- 
der the provisions of the revised 
LL-71 Order. 


Fluorescent Slowed Up 
By Shortage of Ballasts 


The manufacture of fluorescent 
lighting fixtures must continue to be 
curtailed because of the limited 
available production of ballasts and 
transformers for these fixtures, the 
Lighting Il ixture In- 
dustry Advisory Committee was 
informed by a member of the Wat 


Fluorescent 


Production Board at a recent meet- 
ing. 

Available production of ballasts 
and transformers continues to be 
limited because of greatly increased 
requirements for transformers for 
military use, the committee was 
told. 

Methods of controlling produc 
tion of fixtures to conform with 
the available supply of ballasts and 
transformers were reviewed at th 
The prohibition on mat 


( 
meeting. 
ufacture of certain less essentia 
types of fluorescent lighting fix 
tures, in recent amendments to Or 
der L-78, is expected to curtail 
the demand on ballasts and trans- 
formers. This will assist in ob 
taining an adequate supply of thes 
components for the more essential 
types of fluorescent lighting fixtures 
and equipment. 

If the industry wishes to devel 
simplified practices for fluorescent 
Bureau 
Standards is ready to cooperate 1 


lighting fixtures, the 





such a program, a WPB official 1 








Pp 








formed 





the committee. Industry 
members said that simplified prac- 
' tices for fluorescent lighting fix- 
tures could not readily be’ put in 
effect because individual plants are 





umn tooled up for the manufacture of 
He their own models. 

lin 

heir 

the Heater Cord Order Amended 


In a release issued recently. the 


(3) of CMP Regulation No. 5 
permits the use of the MRO symbol 
and rating to get materials or equip- 
ment for a minor capital addition, 
where the cost of the minor capital 
addition does not exceed $500 “ex- 
cluding the purchaser’s cost of 
labor.” 

(b) This means that the cost of 
the materials or equipment going 
into the minor capital addition must 
not exceed $500. The cost of labor 
for the manufacture of the mate- 
rials or equipment must be included 
in figuring their cost. The cost of 
labor used in construction or in- 
stallation of the minor capital addi- 
tion need not be included. 

(c) This applies whether . the 
owner of the plant uses his own 
employees to do the construction or 
installation work or hires an inde- 
pendent contractor to supply this 
construction or installation labor. 

(d) It also applies where the 
owner of the plant gets an indepen- 
dent contractor to furnish the ma- 
terials and the labor for the job, 
and where the owner of the plant 
buys a machine or other article and 
has the 
lation. 

(e) Direction 15 to CMP Regu- 
lation 5 explains the rules for buy- 
ing $500 worth of materials needed 
for relocation of 
equipment which is not bought by 
use of the MRO rating or symbol. 


seller do the work of instal- 


installation or 


In that case, the same _ principles 


apply in determining what labor 
costs are to be included. 
Issued -this 22nd day of May, 


1944. 
WAR 

BOARD, 

Recording 


PRODUCTION 
by J. Joseph Whelan, 


Sec’y. 


88,000 Ranges Expected 
In 1944 Production Schedule 


Production of a total of 88,000 
domestic electric ranges is expected 
to be permitted in 1944, the War 
Production Board announced last 
month. 

Some of the 88,000 ranges have 
already produced, under a 
special emergency procedure, by a 
limited number of manufacturers. 
Individual production quotas for the 
remainder will be assigned to manu- 
facturers who are able to produce 
ranges without interfering in any 
way with war work. 


been 


tha War Production Board stated that: 
— “A new electric heater cord set may 
— now be bought without turning in 
SOU the old set. This change is made 
does by amended version of Order L-277, 
tor formerly covering only electrical 
wiring devices, but now also cov 
Lr ering heater cord sets, and Order 
have L-65, which now no longer controls 
heel heater cord sets. 
vised “Manufacture of heater cord sets 
was formerly restricted on a quota 
basis to 50 per cent of the number 
of units produced in 1940. Each 
manufacturer will now receive au- 
thorization from WPB (Form GA 
scent 1850) for the number of units he 
to b may produce in each quarter. The 
nited amount authorized will be based on 
; and the manufacturer total 1940 produc 
3, the tion, available facilities, manpower 
In- and controlled materials. 
was “Manufacturers may ship heater 
War § cord sets only on purchase orders 
meet- § rated AA-5 or better. Formerly 
such shipments could be made on 
ullasts § unrated orders. Heater cord sets 
to be may be manufactured only in six- 
‘eased § foot lengths and the type of wire 
's for § that may be used is specified in the 
was §@ order. Formerly any length not 
longer than six feet was permitted. 
-oduc- “Chief effect of these changes on 
with § the individual buyer of heater cord 
s and § sets is that he need not turn in an 
at the § old cord to buy a new one, and that 
man cords will be only one length, six 
sential § feet, WPB said. The number of 
y fix rd sets available will remain sub 
(0 Or @ stantially the same.” 
curtail 
trans- 
‘1 ob-§ Labor Costs for 
- these J Purchasers Explained 
sentia To clarify further the purchaser’s 
ixture> @ cost of labor for minor capital addi- 
tions, the War Production Board 
level n May 22nd, issued the following 
rescem!# interpretation to CMP 5: 
au Interpretation No. 11 to CMP 
rate "9 Regulation No. 5 is amended to 
cial 1° read as follows: (a) Paragraph (b) 
st 1944 August 1944 — WHOLESALER’S SALESMAN 








Of the total number of ranges to 
be produced this year, about 68,000 
will be for the purpose of providing 
essential replacements for civilians 
and of meeting the requirements of 
new privately financed Federal 
Housing Administration housing 
projects, and about 20,000 will be 
used to fill “special orders.” “Special 
orders” are those placed by the 
Army, Navy, Maritime Commission, 
War Shipping Administration, Fed- 
eral Public Housing Authority, the 
Home Owners Loan Corporation 
acting for the National Housing Ad- 
ministration, and export orders. 

The 88,000 ranges represent 
about 16 per cent as many as were 
produced in the vear ending June 
30, 1941. Production at the rate of 
68,000 for civilians this year will not 
the total demand has 
arisen since electric range produc- 


meet which 
civilians was stopped June 
but it is expected to take 
the most essential require- 
WPB. 


Manufacturers will distribute the 


tion for 
1, 1942, 
care of 
ments, according to 


ranges that are available for replace- 


ment purposes equitably through 
the normal retail channels, WPB 
said. The ranges will not be ra- 


tioned, and preference ratings lower 
than AAA are no longer valid for 
electric ranges but any person who 
wishes to buy an electric range for 
home use is to present to his dealer 
a signed, written certificate, stating 
as follows: 

“T certify to the War Production 
Board and to the seller: 

I own or occupy the residence at 
yee ree It 


the inside and outside wiring needed 


has 


for an electric range, and my electric 
company has told me that electric 
service for range operation will be 
supplied. I do not have any electric 
range for this residence which can 
be used or repaired.” 

Ranges for use in approved new 
war housing projects may be sold 
only if the purchaser endorses the 
following statement on his purchase 
order : 

“This order is placed pursuant to 

granted under Order 
I have been authorized by 
the War Production Board or Na- 
tional Housing Agency to install 
these electric ranges in Project No. 


authority 
P-55-c. 


located at 


WERE GLAD TO SEE 


YOU BACK 
le onthe 


Both our salesmen and 

NU, we at the CORY 

factory are happy to 

know that so many of you wholesaler’s sales- 
men are out again making regular calls. 


As you've noticed in 


CORY 
‘ADVERTISING 


—we’ve been giving your dealers this message through 
trade publications: 


We haven’t been able to get enough first- 
quality materials to make CORY Brewers as 
fast as we'd like, BUT you can depend on every 
CORY produced being Pre-Pearl-Harbor- 
quality. 


Our output is allotted to the trade on an equable 
basis and the GOOD WILL and PROFITS of 
your house are protected by the CORY policies 
of quality and price maintenance. 


—also, you’ve seen our CORY ads EVERY MONTH, 
straight through the year, in consumer publications, 
keeping before the public the CORY name and the 


superior features and service it stands for. 


CORY GLASS COFFEE BREWER CO. 


325 North Wells Street Chicago, 10, Illinois 


GENERATORS 





Direct current engine generators are avail. 
able in sizes | to 200 K.W. for direct 
assembly to engine frame or for belted 
drive. Engine end of rotor is supported 
by the engine bearing. These generators 
are built for voltages ranging from 15 to 
600 volts. Century Electric Company 
St. Louis, Mo. 
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FLUORESCENT FIXTURE 


Model No. 2044 four-light commercial 
fluorescent fixture, for use in offices 
drafting rooms and other work areas 
uses four 40-watt lamps. Operating volt- 
age is 110-125 volts, 60 cycles, a.c. Suit- 
able for suspension mounting, surface 
mounting, individually or in continuous 
rows. Mitchell Manufacturing Co., Chi 
cago 14, Illinois. 
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PIPE GAGE 

















This three-point pipe gage is designed 
for all sizes of pipe from '/g" to 12". Con- 
sists of 2 pivoted steel plates with curved 
edges at three points for contact with 
pipe. Light in weight, this gage is pocket 
size. It is claimed to measure pipe in any 
position, even against wall or in corner. 
Three Point Gage Co., Chicago, Illinois. 
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CIRCUIT BREAKER 





Class 9310 push type circuit breaker, 
designed for aircraft use, is also suitable 
for boats, tanks and other mobile units 
having power sources up to 30 volts d.c. 
This unit is available in sizes 5 to 50 
amperes. Square D Company, Detroit 
11, Michigan. 
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LIGHTING FIXTURE 





A new line of High-Bays featuring 30 
degree, 60 degree and 90 degree beam 
spreads has just been announced. These 
High-Bays of three-type light distribu- 
tion, provide 50 degree direct light cut- 
off. Their reflectors are made of heavy- 
gauge aluminum, and the reflecting sur- 
faces are treated to assure smooth light 
distribution. Edwin F. Guth Co., St. 
Louis, Mo. 
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FUSE PULLERS 





It is claimed that Safe-T-Grip fuse pul- 
lers, with notched edges, eliminate the 
danger of pulling and replacing car- 
tridge fuses by hand, prevent the bending 
of fuse clips through improper removal. 
They are also handy for handling live 
electrical parts, etc. Ideal Commutator 
Dresser Co., Sycamore, Ill. 


When ~ritiog WHOLESALER’S SALESMAN 


SMALL-DIAMETER WIRE_WW _-__ 


This new type S. N. W. Flamenol wire 
has a special thermo-plastic insulation 
with low moisture absorption. The com- 
pany claims that it is designed for use 
in accordance with section 3035 of Na- 
tional Electric Code for installations in 
raceway systems in wet locations. Gen- 
eral Electric Co., Bridgeport, Conn. 
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FUSE CLAMPS 





Patents Applied For 

Type "A" and type "C" switches are 
available with pressure type fuse clamps. 
It is claimed that this construction holds 
fuses tight, maintains a constant high 
pressure, provides a secure positive elec- 
trical contact between fuse and fuse 
seats, lowers operating temperature. The 
Wadsworth Electric Mfg. Co., Inc., Cov- 
ington, Ky. 
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TWIST-LOCK RECEPTACLE 














No. 2127H 2-terminal midget twist-lock 
receptacle is designed for industrial ap- 
plications along work benches, inspection 
racks, and assembly lines for plugging 
in hand tools, test apparatus, appliances 
or work lights. The Wiremold Company, 
Hartford, Conn. 
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ELECTRIC HEATER 





Model 10 KW electric heater, for ceiling 
or wall suspension, is finished in black 
wrinkle enamel. Automatic thermostatic 
control and contactors are @vpilable for 
use with this unit. Electric Air Heater 
Company, Mishawaka, Indiana. 
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BUILDING WIRE 


SERVICE ENTRANCE CABLE e 
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CRESFLEX 


ARMORED CABLE 


RUBBER POWER CABLES @ VARNISHED CAMBRIC CABLES 


CRESCENT 


Ability to Manufacture 


WIRES AND CABLES 


is the Result of 
OVER FIFTY YEARS’ EXPERIENCE 
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JOBBER COOPERATION — A PERMANENT POLICY 
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News 


(Continued from page 55) 





on the platform, and a 16-page book- 
let, both entitled “Electrical Guide to 
Your Post-War Home” form the nu- 
cleus of the Bureau’s program. 


Electronic Conference 
Scheduled for October 


A comprehensive program covering 
all phases of electronics has been an- 
nounced for the National Electronics 
Conference to be held October 5th to 
7th at the Medinah Club, Chicago. 

According to Dr. J. E. Hobson, 
chairman of the executive committee 
of the NEC, “The first National Elec- 
tronics Conference is planned to pro 
vide: (1) a technical meeting for the 
presentation of original papers cover- 
ing fundamental developments in elec- 
tronics and the applications of elec- 
tronic apparatus, (2) a forum for the 
review and correlation of recent elec- 
tronic developments in their proper 
perspective, (3) a symposium for the 
interchange of ideas, methods of ap- 
proach and technique between scien- 
tists and electronic engineers working 
in different fields of application, and 
(4) an educational conference to ac- 
quaint engineers with this relatively 
new and rapidly expanding field.” 

Further information of the confer- 
ence may be obtained from B. Dudley, 
secretary, National Electronics Con- 
ference, 520 North Michigan Ave., 
Chicago, Il. 


Smithcraft Opens 
New York Office 


The establishment of a New York 
City office for the A. L. Smith Iron 
Company, Chelsea, Mass., manufactur- 
ers of fluorescent fixtures, has been 
announced coincidently with the nam- 
ing of Mr, J. H. Brundage as Metro- 
politan district manager. The new 
office will be located at 6 East 45th 
Street, and from it will be controlled 
the sales of Smithcraft fixtures in 
Metropolitan New York, lower New 
York State, Long Island, Connecticut 
and Springfield, Mass. 

Mr. Brundage has been associated 
with the lighting industry for many 
years. For the past eight years he 
has been lighting equipment sales 
manager for the General Electric Sup- 
ply Corporation in New York City. 
Before that he spent 5 years with the 
General Electric Lamp Division, 
three of them in Chicago and two of 
them in Cleveland. 

He is a member of the Illuminating 
Engineering Society. 
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BRUCE A. DEAN has been named 
to the position of vice-president of 
the Elliott-Lewis Electrical Co., Inc., 
by Frank R. Elliott, Jr., president. For 
the past two years Mr. Dean has been 
special assistant to the vice-president 
in charge of purchasing for the Gen- 
eral Electric Company at Washing- 
ton, D. C. 





Universal Names 
(2 Graybar Branches 


The appointment of 12 branches of 


the Graybar Electric Company as dis- 
tributors of the “Universal” line of 
Home laundry equipment, vacuum 


cleaners, electric ranges and water 


heaters, and electric appliances, has 
been announced by Landers, Frary & 
Clark of New Britain, Conn. 

The Graybar branches are located 
in: Washington, D. C.; Richmond, 
Va.; Roanoke, Va.; Norfolk, Va.; 
Charlotte, N. C.; Asheville, N. C.; 
Durham, N. C.; Winston-Salem, 
N. C.; Jacksonville, Fla.; Tampa, 
Fla.; Miami, Fla.; and Orlando, Fila. 


New Post-War Lamps 
by Westinghouse 


Two entirely different shaped fluor- 
escent lamps designed ‘to meet the 
needs of the post-war era will be de- 
veloped by the Westinghouse Lamp 
Division as soon as war conditions 
permit, the company announces. One 
lamp is cireular, running in overall 
outside diameters of approximately 
8%, 12%, and 16 inches with wattages 
of 20, 30 and 40 respectively. It will 
be for use in table and floor lamps, and 
ceiling and wall fixtures alone or in 
combination -with ordinary incandes- 
cent lamps. The other is a long slender 
“Slim Jim” only % of an inch thick 
and ranging from 5% to 8 .ft. long to 
be used principally for advertising dis- 
play and showcase lighting, Mr. 
D. W. Atwater, manager of the II- 
luminating Engineering Department, 
pointed out. 
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could work this way... 


OFT breezes, pleasant scenery 
and nature’s finest illumination 
... what more could a workman ask? 
We can’t provide the scenery or 
the sunshine, but Goodrich can and 
does make the closest possible ap- 
proach to nature’s own standards 
of illumination. What’s more, 
Goodrich lighting is constant—day 
after day. It’s controlled illumina- 
tion... minimizing shadows, sharp 


contrasts and glare. 

By controlling these hazards, by 
affording ample lighting with unt- 
form distribution, Goodrich is help- 
ing to set a faster pace in all types 
of plants . . . for comfortable vision 
is a work stimulant. 

If it’s reduced worker fatigue, 
fewer errors, faster production you 
seek, remember: Goodrich lights 
the way! 


Sold through electrical wholesalers 
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SAFE, STRONG, EASY TO INSTALL 
and ECONOMICAL 


Latrobe Products are time-savers—a big and increasing factor 
these days. But of even greater importance is their high quality 
and superior performance. Right for emergency and routine jobs. 


mL 


NO. 284 NOZZLE 
NO, 480 "BULL DOG" 


with No. 200 Cover Plate 
Here is a neat and compact Duplex Recep- 
Armored Cable Support tacle Nozzle. Furnished with '/2'' or ¥%" 
Light weight clamp of great strength for brass pipe extension. ° 

hanging armored cable to steel work. Con- 

venient for temporary and permanent jobs. 


NO. 252-R FLOOR BOX 


This two-gang Box has one cover plate with 
Y,"" Flush Brass Plug and the other cover plate 
with 2" Flush Brass Plug. 5" x 5" x 4" Floor Junction Box with adjust. 
able cover. 


"BULL DOG" 
BX Cable Staples 


Excellent quality, Much in demand. Cartons, 
Kegs and Barrels, 


ewe) rv 
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KEYSTONE FISH WIRE 


Highest grade flat steel wire, properly tem- 
pered. Ten sizes, conveniently packed. 
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DEE BREEN, seated, whose appoint- 
ment as Western Division Sales Man- 
ager of Littelfuse, Inc., was an- 
nounced recently, is seen here with 
T. M. Blake, secretary and treasurer 
of Littelfuse. 





BullDog Holds 
Sales Clinic 


New product improvements and 
ways of better serving customers in 
spite of wartime conditions were top- 
ranking considerations when the cen- 
tral group, BullDog field engineers, 
met July 10-14 at the Wardell Hotel, 
Detroit. 

J. J. Mitchell, vice-president in 
charge of sales, opened the Clinic with 
a special address, and Al Togesen, spe- 
cial field engineer, conducted the illus- 
trated lectures. Estimating and engi- 
neering details concerning derating, 
panelboards, circuit master breakers, 
vacu-break switches, universal and in- 
dustrial Trol-E-Duct, and BUStribu- 
tion duct were covered in the talks. A 
special feature of the Clinic was a 
daily luncheon meeting with plant de- 
partment heads to discuss means for 
closer coordination between factory 
and field personnel. 

Clinic members also spent a day 
touring the main BullDog Plant, 7610 
Joseph Campau, Detroit. 


NEWA Names Surplus 
Materials Committee 


A special committee on surplus ma- 
terials has been appointed by the Man- 
agement Committee of the National 
Electrical Wholesalers Association. 

It consists of: G. F. Hessler, Gray- 


| bar Electric Co., New York, chair- 


man; Henry Czech, Westinghouse 
Electric Supply Co., Chicago; Chas. 
W. Goodwin, Jr., General Electric 
Supply Corp., San Francisco; J. P. 
Hamblen, Southern Electrical Supply 
Co., Houston, Texas; B. T. Hare, 
Rumsey Electric Co., Philadelphia; L. 
L. Hirsch, Electrical Supply Co., New 
Orleans, La.; and C. J. Zamoiski, Jos. 
M. Zamoiski, Baltimore, Md. 
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Recent Appointments 
At Graybar Electric 


\t a recent meeting of the Graybar 
Electric Company Board of Directors, 
George J. Crossman, Graybar Central 
district manager in Chicago, was 
elected a director of the company. At 
the same meeting, E. W. Shepard, 
treasurer of the company, was ap- 
pointed a member of the executive 
committee. 

S. W. Scott has been appointed dis- 
trict commercial manager of Graybar 
Electric Co., Los Angeles, succeeding 
W. E. Guy who has been transferred 
to Chicago to become district commer- 
cial manager there. D. H. Capelli, 
formerly merchandise manager at Salt 
Lake City, has been made district mer- 
chandise manager at Los Angeles. 

On July 1, John W. Horne became 
manager of the company’s Savannah 
house. He succeeds Harry B. Stan 
ton, who is retiring from the company 
after 43 years of service. 

Mr. Horne joined Graybar in 1933, 
serving first at Miami, later at Savan- 
nah and Tampa, and then returned to 
Savannah in 1942 as combination 
supply and appliance salesman. 

Mr. Stanton, throughout his long 
career with Graybar, has also been 
active in community on electrical or- 
ganization work; as president of the 
Electric Association of Savannah; and 
president of the Chamber of Com- 
merce, 


Join NEMA 


The National Electrical Manufac- 
turers Association has announced the 
approval of application for member- 
ship of three more manufacturers: 
Eastern Tube and Tool Co., Inc., 
Brooklyn, N. Y.; Heinze Electric 
Co., Lowell, Mass.; and The Perfeclite 
Co.,. Cleveland, Ohio. 





K. R. VAN TASSEL, whose appoint- 
ment as manager of General Eleciric’s 
Industrial Control Division has been 
announced by J. E. N. Hume, com- 
mercial vice-présidenit. 





Y neti 


for the midnight 
patrol 


2) ea of varied 
industries today are mak- 
ing good use of Justrite 
Lanterns for the midnight 
patrol. And, many others 
have need for, or can use 
one of the many Justrite 
Lanterns to help make 
work safer for their em- 
ployees. 

The Justrite line of lanterns —Twin-Bulb Safety Lantern — In- 
spector’s Lantern — Railroad Lantern — Electric Headlight — Pen- 
light and Service Light — are favorites wherever there is need for 
brilliant yet utterly safe light. 

And Justrite Safety Lanterns are SAFE — approvals by 
the Underwriters’ Laboratories, Inc., the U. S. Bureau of 
Mines and safety departments of industrial companies 
throughout the country — attest to this. 

Sell Justrite — and Sell Safe Light. 


HERE IS PART OF THE JUSTRITE LINE. 


>a & 


Headlight* Service Flashlight (3-cell) Safety Lantern Penlight* 


*At present the Penlight and Headlight are available for Army 
and Navy contract purposes only. 


JUSTRITE MANUFACTURING CO., 2063 North Southport Ave., Dept. A-4, Chicago 14, Ill, 


SAFETY CANS - FILLING CANS OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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Plans for Post-War 
At Sales Meeting 


Pre-peace plans for post-war prod- 
ucts were the subject of primary in- 
terest discussed at the central sales 
division meeting of the Ilg Electric 
Ventilating Co. at the Edgewater 
Beach Hotel in Chicago June 2( 
according to C. W. Dexter, sales ; 
motion manager. 

“Keep Your Eye on ILG” became 
slogan of the convention as company 
executives unfolded plans for improve- 
ments in present products, new addi- 
tions to the lines of fans, blowers and 
unit heaters manufactured by the com- 
pany and new applications for equip- 
ment arising from war experiences. 

President John M. Frank and vice- 
president and general sales manager 
P. D. Briggs presided at the various 
sessions, which were preceded and fol- 
lowed by meeting of Ilg District Sales 
Managers. 


Trumbull Sets Up 
Southeastern Division 


A Southeastern District, with head- 
quarters in Atlanta, has been estab- 
lished by The Trumbull Electric Mfg. 
Co., of Plainville, Conn., the company 
has announced. 


H. S. (Selby) Hill, formerly man- 
ager of the company’s Atlanta office, 
will be manager of the new district. 
Associated with him are E. E. Frost, 
and A, T. Allison, who have been 
operating out of Nashville and Char- 


‘lotte respectively for a number of 


years, and Hugh N. Delinger in New 
Orleans. 





DAN FAIRBANKS, recently ap- 
pointed sales manager of the jobbing 
division of Cornell-Dubilier Corpora- 
tion, South Plainfield, N. J. He has 
held a similar position for the past 
12 years with International Resistanc« 
Company, Philadelphia. 
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Mason Britton Named 
Io Surplus Goods Post 


[he appointment of Mason Britton 


rd- as assistant administrator of the Sur- 
in- plus War Property Administration 
es has been announced by W. L. Clayton, 
ric administrator. 

er Mr. Britton, a former vice-chairman 
4 


of the McGraw-Hill Publishing Com- 
pany, will have duties relating to the 
general supervision of the disposal of 
types of surplus property for which 

r Reconstruction Finance Corpora- 
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tion is the disposal agency—surplus 
ndustrial plants, aircraft, machine 
tools and industrial equipment, chem- 
cals, metals and minerals, and other 
apital and producer’s goods. 

At the time Mr. Britton was asked 
0 assume these new duties he was di- 
rector of the Machine Tool Division 
ff the Surplus War Property Adminis- 
tration, Prior to Pearl Harbor, Mr. 
Britton was for 18 months director 
Mf the Tools Division of the Office of 
Production Management, and _ later 
served as chairman of the task group 
ff the Magazine and Periodical Sec- 
tion of the Printing and Publishing 
Division of the War Production 
Board. 
















Lconomy Fuse Promotes 
heed and Jagoe 


BALTIMORE—James S. Reed has 















ap- een transferred from the Baltimore 
pbing ‘erritory to Philadelphia as district 
pora- lanager for the Economy Fuse Com- 
e has dany. W. B. Jagoe, former Philadel- 
past dhia district manager, has been pro- 
bance noted to division sales manager at 
New York. 

» 1944 
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"Mr. Tops, the 


Paragon symbol 


of top quality. 





Model 301 








TOP QUALITY 
POULTRY HOUSE 
E CONTROLS 



















insure Fall delivery place your order now for 
Paragon Top Quality Poultry House Time Controls. 
Paragon “PS’’ models are designed for both morning 
and evening lighting, with dimming period for roosting. 
The Paragon Model 301 is designed essentially for 
morning lighting only. It is a heavy duty, industrial 
type time switch adaptable to poultry house lighting. 
It is truly a superior instrument of high quality and 
low price. All Models are synchronous motor operated 
and available on AAS or better. 


Send for Authoritative Sulletin 


Paragon has prepared a 4-page, 2 color bulletin con- 
taining authoritative information relative to poultry 
house lighting control . . . location of lights, selection 
of light control switches, etc. It summarizes the recom- 
mendations of leading poultry authorities and gives 
complete data regarding the wide range of Paragon 
poultry house time switches. Send for a supply to dis- 
tribute among your dealers and power companies. 


PARAGON ELECTRIC COMPANY 


715 Old Colony Building 
Chicago 5, Illinois 


Parag ae Chicag 















F. M. Parsons Becomes 
Kellogé Sales Manager 


The appointment of Mr. F. M. Par- 
sons as sales manager and Mr. D. C. 
Manning as executive assistant to the 
president has been announced by 
James R. Kellogg, president of Kel- 
logg Switchboard & Supply Co., Chi 
cago. 

Mr. Parsons has spent his entire 
business career in the telephone in- 
dustry and for the last 15 years has 
been with the Kellogg Company in va- 
rious capacities. Since 1942 he has 
been supervisor of the Kellogg Com- 
pany’s field staff. 

Mr. Manning joined the company in 
1940 after 13 years experience with 
several phases of the communications 
industry in this country and abroad. 
For the past two years he has been 
the company’s general sales manager. 
He will continue to represent Kellogg 
on the executive committee and on the 
board of directors of the United States 
Independent Telephone Association. 


Forsyth Joins 
Heron Electric 


Ralph Forsyth has been appointed 
director of industrial relations for the 
Heron Electric Sales Corporation, ac- 
cording to word from Mal Heron. 

Mr. Forsyth has resigned as vice- 


president of the Parr Electric Com- 
pany, and hereafter will be located at 
the Heron Electric’s ‘generat offices in 
the RKO Building, Radio City, New 
York. 





ROY W. JOHNSON has been ap- 
pointed general sales manager in 
charge of all commercial sales activi- 


; cant ties of the Warren Telechron Com- 
WELLE’ & Sons be pany, Ashland, Mass. He has been 
Established 1857 director of the facilities bureau of 


WPB; before that he was with GE 
Tah he bee eh eae ees Op wen. O Gem Ucromn © fae © me. ken &) 1857 pas oo al 
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ALLAN C. DAVEY, new sales man- 
ager for the Clark Water Heater Divi- 
sion of McGraw Electric Company, 
was formerly with Wisconsin Public 
Service. A. E. Julian announced the 
appointment. 





Ebersole Appointed 
At Westinghouse 


Russell E. Ebersole has been named 
lamp sales manager of the Westing- 
house Lamp Division, according to an- 
nouncement by Ralph C. Stuart, man- 
ager of the division. Mr. Ebersole 
will have charge of all district: sales 
activities of the Lamp Division and 
will make his headquarters at the 
Bloomfield plant. 

Mr. Ebersole has been with West- 
inghouse since 1922, when he joined 
the company as a lamp salesman in 
the New York District. In 1932 he 
became manager of metropolitan New 
York sales, later serving as assistant 
in the Northwestern district. In 1942 
he was appointed manager of the Mid- 
dle Western District, with headquar- 
ters in Chicago. 


Wakefield Celebrates 
“E” Award Anniversary 


Employees of the F. W. Wakefield 
Brass Co., manufacturers of lighting 
equipment, took part in a double cele 
bration on June 28. They received 
their second Army-Navy “E” star for 
meritorious service on the production 
front and immediately afterward were 
notified of the granting of a 7-cent-an- 
hour increase by the War Labor 
oard, , 

President A. F. Wakefield hailed 
this increase as “a reward for the loy- 
ilty_of all employees in this small com- 
pany making equipment vital to the 

ccess of the United States Navy 

bservations.”’ He also asserted that 
\Vakefield’s absentee record is less than 
half of 1 per cent. 


wirRE FODAY 
FOR TOMORROW'S LOAD 


@ Tomorrow’s big parade of new 
electrical appliances will mean greatly 
stepped-up loads for wiring! If it’s 
PORCELAIN PROTECTED — knob 
and tube wiring—it will carry a BIG- 
GER load, in accordance with con- 
ductor capacities established by the 
N.E.C. Experience of half-a-century 
proves this method does a far better 
job from the standpoint of simple in- 


stallation, low cost, safety, long life and 
dependability. Meets all requirements 
of directives calling for non-metallic 
wiring and non-metallic wiring ma- 
terials. Selling Porcelain wiring today 
that will carry the load of tomorrow’s 
appliances is assurance of increased 
SALES of appliances and accessories 
in the future for the Electrical Jobber. 
Write for catalog. 








RODUCTS, 


FINDLAY, OHIO 
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Hyneman to Manage 
Portland Graybar 


F. D. Hyneman’s 27-year servic 
record with Graybar Electric Co. wa 
climaxed when on July 1 he became 
commercial manager at the company’ 
Portland, Ore., location. 

Mr. Hyneman began his career as a 
claim clerk in Seattle in 1917. I 
1920 he was transferred to Tacom 
where he assisted the manager until 
1922, when he went to Portland as 
service supervisor. From there he re 
turned to Seattle and went back to 
WHEN YOU SELL THE COMPLETE LINE OF Portland in 1942 as office procurement 

advisor. 

He is a member of the Electric 
Club of Washington, the Northwest 
Electric Light and Power Association 
and the Electric Club of Portland. 


Hotpoint to Promote 
Complete Kitchen Sales 


A four point program to aid in the 


sale of complete kitchen installations 

POLE LINE MATERIALS has been set up by the Edison Gen 
: eral Electric Appliance Co., H. E. 
Warren, advertising division manager, 
has announced. Under the plan ap- 
pliance dealers will receive complete 
kitchen display set-ups available in 
packaged form for home moderniza- 
tion projects; and remodeling and 
building contractors may obtain ade- 
quate wiring and planning assistance 
To home buyers will be offered, 
through builders, a choice of several 
complete kitchen designs at established 
prices that can now be included in the 
Federal Housing Administration in- 
‘ : : . sured mortgage plan which is effective 
Materials you sell give first class service— in “pect, ei This will enable 


, them to save money for the purpose 
and you get bigger orders when you have a of properly outfitting kitchens through 


: building and remodeling clubs, Hot- 
complete line to sell. point announced. 


Oliver offers you both—highest quality 


You get more orders when the Pole Line 





products and a complete line. 
Build your business with OLIVER Pole 
Line Materials! 








R. G. AKIN has been named to the 
position of sales manager of the Mid- 
west Division of Littelfuse, Inc., Chi- 


SOUTH TENTH AND MURIEL STREETS, + PITTSBURGH 3, PA. cago 
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New Sales Set-Up 
For Eveready 


A new sales set-up under which all 
company products will be handled na- 
tionally from seven divisional offices 
is being installed by National Carbon 
Company, Inc., it is announced. Four 
of the new offices are in operation and 
the others will be added by October 1. 

All sales activities in the Southeast 
have been consolidated under a new 
Atlanta Division office, with J. F. 
Warnell as division manager. The 
office will cover the states of Virginia, 
North and South Carolina, Alabama, 
Florida, and most of Tennessee. 

C. C. Joslyn is manager of the new 
Dallas, Texas Division and will be as- 
sisted by J. L. Mullen, recently district 
manager at Atlanta. This division will 
comprise, in addition to Texas, the 
states of Kansas, Oklahoma, New 
Mexico, Mississippi, Louisiana, and 
part of Tennessee. 

At Kansas City, A. C. Bryan has 
taken over as manager of this division 
which comprises, in addition to Mis- 
souri, the states of Kansas, South Da- 
kota, Wyoming, Nebraska, Colorado, 
western Illinois, and most of Iowa. 

On the west coast, R. P. Tolles, 
manager of the former Pacific Coast 
Division, succeeds to the direction of 
the new San Francisco organization 
from which will be directed sales in 
California, Oregon, western Montana, 
Idaho, Utah, Arizona and Nevada. 

The three division offices yet to be 
opened will be located in Chicago, 
Pittsburgh, and New York. 


Coast Food Plants 
Buy Electrical Goods 


FRESNO, CAL. — “Dehydrating 
plants for both fruit and vegetables in 
the Central Valley has greatly in- 
creased their, facilities recently,” said 


F. K. Graff of the General Electric | 


Supply Corp., Fresno, Calif. “A num- 


ber of new plants have been built and 


the older plants have added new units. 
\side from the regular wiring sup- 
plies, motors and motor control equip- 
ment, the electrical wholesaler comes 
in for a great deal of other equipment 
such as large exhaust fans and thermo- 
static controls. 

“They and the packing plants, where 
the dried fruits and vegetables are put 
up into marketable form, are also 
leading us to some business in the di- 
rection of electronic devices. The 
extent of that so far has been the 
use of the electric eye for the control 
of flow in the packaging of the pro- 
lucts, and also equipment designed to 
locate foreign matter, so that it can 
be removed before passing through the 
processing line. 

“The business in switches and motor 
ontrol equipment has been on the up- 
rrade with us due to the installation 
‘f such plants, our business in switches 
lone having been three times greater 
n 1943 than in any previous year.” 
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from closely guarded technical 
war assignments...to peacetime 


adaptations 


ROYAL’s production of urgently needed 
war goods is engineered for military 
uses where there can be no compromise 
with either quality or precision. 


Out of such improved research and 
mechanical skills will come still better 
wire, better fuses, better Christmas 
lighting, better cord assemblies . . . 
a superior “ROYAL” line. 





Remember ROYAL 
a good name to 
*“go buy” 


ELECTRIC COMPANY, INC. 


95 GRAND AVENUE - PAWTUCKET, R. I. 








Join the Talk-A-Phone 
_ Jobber Family NOW 


1 MAKE MONEY 
TODAY 





Write for 
colorful new catalog 
and reference book. 


2 SPEED WAR 
PRODUCTION 


3 BIG POSTWAR 
OPPORTUNITY 


Here’s why Talk-A-Phone is the ideal 
inter-communication line for jobbers: 


1. Talk-A-Phone offers America’s most com- 
plete line of inter-communication , 
A unit to fill every need .. . to fit every 
condition . . . Super Chief, Chief, Deluxe 
and Standard models. 


2. Scientifically designed, on fundamentally 
sound principles. Manufactured by cratfts- 
men of unusual skill. Rigidly inspected. 


3. Modern, inviting appearance. They please 
the most fastidious executives. 


4. An extraordinary value for the price. 
Acknowledged to offer “‘most for the 
money.” Sales resistance is low. 


5. Talk-A-Phone follows a rigid policy of 
Jobber Protection. 


6. You can get delivery now. 


TALK-A-PHONE MFG. CO. 
1516 Se. Pulaski Road 
CHICAGO 23, ILLINOIS 


kx-A-Phone |} 











For STRENGTH 


SPEED*SAFETY 
USE 


PAINE 


TOGGLE 
c BOLTS 


In Hollow Material 
= 

Install with PAINE 

TOGGLE BOLT CLAMP 


Clamp Cuts Instal- 
lation Time in Half 
and Saves the Fin- 


- WITH EVERY 


BOX OF PAINE TOGGLE BOLTS 
Complete Catalog Mailed Upon Request 
THE PAINE CO. 


2952 Carroll Ave. Chicago 12, Ill, 
Offices in Principal Cities 





FASTENING 
and HANGING Walaa} 


104 










RECONVERSION 


AND 


Psi). | dele) & 
LIGHTING 


Reconversion will call for many 
nonees in the circuits required for 
the lighting and operating of machine 
tools. These changes can be made 
most quickly and economically by 
running branch circuits from the 
power line, using Dongan Transform- 
ers to step down the voltage. Keep 
this in mind when reconversion brings 
with it the problem of speedy 
change-over. 





DONGAN ELECTRIC MFG. CO. 


2989 Franklin St. Detroit 7, Mich. 
“The Dongan Line Since 1909” 








DONGAN 
TRANSFORMERS 








U. 8. Rubber Company 
Expands Facilities 


To meet increased war production 
demands, The United States Rubber 
Co. has established new manufacturing 
facilities in seven cities scattered 
six eastern and middlewestern states, 
it was announced by Herbert C. 
Smith, president. In addition, the 
company is expanding present plant 
facilities at four of the 38 plants 
which it now. operates. 

The new manufacturing operations 
include production of rayon at Scotts- 
ville, Va.; Signal Corps wire at 
Lowell, Mass.; special invasion equip- 
ment at Manchester, N. H. and Grand 
Rapids, Mich.; asbestos and footwear 
parts at Beacon Falls, Conn. 

A new plant at Hogansville, Ga., 
built last year, is being doubled in size 
to permit expanded production of 
lightweight asbestos yarn needed for 
fire-fighting suits and other vital war 
items. 

Tire plants are being expanded at 
Chicopee Falls, Mass. and _ Los 
Angeles, Calif. At Eau Claire, Wisc., 
the company’s tire plant is being re- 
converted from the production of 
small arms ammunition and will be en- 
larged. 


Henderson to Handle 
Rural Sales Planning 


F..H. Stohr, manager of the Indus- 
try Departments of the Westinghouse 
Electric & Mfg. Co., has announced 
the appointment of J. S. Henderson 
as coordinator of rural electrification 
for those departments. 

A veteran of many years service in 
the Westinghouse Industrial and Cen- 
tral Station Departments, Mr. Hen- 
derson, in cooperation with the sepa- 
rate industry departments and appara- 
tus divisions, will be responsible for 
the development of rural business with 
the Rural Electrification Administra- 
tion, private utilities, farm equipment 
manufacturers, and distributors, 


“RE” Star To Wiremold 


For “meritorious services on the 
production. front” The Wiremold 
Company of Hartford, Conn., has been 
awarded a star for its Army-Navy 
“E”. pennant. In announcing the 
award to the men and women of the 
company, John D. Murphy, president 
of Wiremold, read a letter from Under 
Secretary of War Robert P. Patterson. 
It said in part: “You have continued 
to maintain the high standard that you 
set for yourselves and which won you 
distinction more than six months ago.” 

Mr: Murphy concluded with the 
statement, “You all know that a bird 
can’t fly on one wing, so. . . let’s stay 
in there pitching and get another sta! 
six months from now to balance thi 
one. 
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West Coast Wholesaler 
Sells New Insulation 


PORTLAND, OREGON—The Gen- 
eral Electric Supply Corp., of Port- 
land, Ore., has recently taken on the 
line of heat insulation material for 
houses known as “Reyn-o-cel,” 
by the Reynolds Metals Co., Rich- 
mond, Va. There are no priorities on 
this cotton product and G. E. Supply 
is selling it at a surprising rate 
through many classes of dealers, in- 
cluding department stores and strictly 
electrical dealers who are trying to 
augment their lines. Two carloads 
were sold the first day they came in 
and three more cars on the way were 
already spoken for. 

The product was developed by the 
government to help get rid of its sur- 
plus cotton stock. ‘ A process was 
worked out by which all the oil is re- 
moved from the hollow cotton fibres. 





insulation on 


Cotton-fibre heat 
display at GE Supply, Portland. 


The above company was then selected 
to so process the cotton and make it 
into a heat insulating material that is 
highly efficient and will not pack or 
wad down. The company also added 
a fireproofing feature and is producing 
an insulation that is water, vermin 
and fireproof. 

The fluffy cotton bat comes on a 
flexible base that can be rolled up. The 
rolls in turn are packed in cartons, 150 
sq. ft. to the carton. The rolls are in 
two widths—16 inches and 24 inches. 
The material wholesales to the dealer 
at $56.90 per thousand sq. ft. and the 

suggested resale list price is $82.90. 


Anaconda Wire 
Announces Changes 


Dan Mabel has been appointed dis- 
trict manager of the New Ving of- 
fice of Anaconda Wire and Cable Co. 
according to announcement from the 
company. 

Mr. H. V. Van Valkenburg, who 
lor the past number of years has been 
located in the company’s Washington 
office engaged in Government contact 
vork, has been appointed district en- 
gineer with headquarters at Chicago, 


lil. 
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ms E-M-T CONNECTIONS IN A FEW SECONDS! 
With B. M. Fittings 











TWO QUICK 
tightening of 


with 


7 


Faster Conduit Connections. 
do away with the twisting, turning and 


time and materials. 

stronger, neater and much easier to work 

in tight places. 

Fittings today. Have more satisfied cus- 

tomers—more profits from each job! 

(All_B-M Fittings carry the Underwriters 
Seal of Approval) 


SQUEEZES give you Finer, 
B-M Fittings 


nuts and save you valuable 
Then too, they are 


Start using B-M 


Prompt Deliveries on Properly Rated Orders 





| sea 








| 


DISTRIBUTED BY 


The M. B. Austin Co., Chicago, Ill. 
Clayton Mark & Co., Evanston, Ill. 
Clifton Conduit Co., Jersey Cy., N. J. 
Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co., 
Pittsburgh, Pa. 
Triangle Conduit & Cable Co., 
New Brunswick, N. J. 
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Bring every department within 

















With BELfone, instant speak- 
ing contact between any two or 
more offices or departments is 
available at the flip of a key. 
In a matter of seconds, con- 
ferences between any group of 


BELfone 
the most ad- 


quicker action. 
affords all 


Export Off ce 4 


SALESMAN 


BELL 5° 








INTERCOMMUNICATION 
executives can be opened while each party re- 
mains seated at his own desk, in his own office. 


Clear, time-saving verbal orders, ideas and ques- 
tions go straight to the right parties, assuring 


stations. 


scope. 





SYSTEMS, 


AVE COLUMBUS 


900 Euclid Ave ° 


Cleveland Dhio 





ZN 





ome oe range 














vanced features of modern 
inter-communication, including 
private connections that pre- 
vent an unwanted third party 
from listening in on a two-way 
conversation. Any number of 


stations may be inter-connected; or master sta- 
tions may have any number of separate sub- 
In fact, 
office communication of any practical type or 


BELfone offers vocal inter- 


INC. 


OHIO 
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“To get the 


RIGHT lug 
at every point — 


— select your terminals 
from the COMPLETE line” 


Look in the Penn-Union Catalog 
—all of the good types: Solderless 
lugs to grip the conductor by Bolt, 
Screw, Post-and-Nut, or Multi- 
Slit Tapered Sleeve ... Soldering 
lugs, Cast and Stamped, in wide 
variety ... Here are just a few: 


You will also find the most com- 
plete line of Cable Taps, Tee 
Connectors .. . Straight, Parallel, 
Elbow and Cross Connectors... 
Bus Supports, Clamps, Spacers 
. . » Grounding Clamps, Service 
Connectors. 

Penn-Union fittings are pre- 
ferred because every one is me- 
chanically and electrically de- 
pendable. They are the first choice 
of leading utilities, industrials, 
electrical manufacturers, contrac- 
tors. Write for the Penn-Union 
Catalog. 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. Sold by Leading Jobbers 


Conductor Fittings 





Copper Wire, Cable 
Committee Named 


First meeting of the newly-organ- 
ized Technical Copper Wire and 
Cable Industry Advisory Committee of 
the War Production Board was held 
recently. E. H. Hammond, Jr., is gov- 
ernment presiding officer. 

Committee members include: 

Alfred Bellis, John A. Roebling’s 
Sons Co., Trenton; M. R. Cottrill, 
General Insulated Wire Works, Inc.; 
Providence; A. D. Cummings, Collyer 
Insulated Wire Co., Pawtucket; Er- 
nest W. Davis, Simplex Wire & Cable 
Co., Cambridge, Mass.; Frank E. 
Dresner, General Motors Corp., War- 
ren, O. 

I. J. Furst Circle Wire & Cable 
Corp., Maspeth, L. I.; Clifford O. 
Hull, General Electric Co., Bridge- 
port; John H. Ingnanson, the Whit- 
ney Blake Co., New Haven; R. W. 
Moore, National Electric Products 
Corp., New York; W. F. Osler, Jr., 
Cornish. Wire Co., Inc., New York. 

W. T. Peirce, American Steel & 
Wire Co., Worcester; Glenn E, Rol- 
ston, Rome Cable Corp., Rome, N. Y.: 
Samuel J. Rosch, Anaconda Wire & 

Co., Hastings-on-Hudson, 
N. Y.; R. A. Schatzel, General Cable 
Corp., Bayonne; Daniel Seifer, Dia- 
mond Wire & Cable Co., Chicago 
Heights, Lil. 

Robert L. Simkins, Essex Wire 
Corp., Detroit; E. G. Sturtevant, 
U. S. Rubber Co., Bristol, R. I.; H. H. 
Wermine, Belden Manufacturing Co., 
Chicago; F. H. Wetzel, the Electric 
Auto-Lite Co., Port Huron, Mich., 
and Edward D. Youmans, the Okonite 
Co., Passaic. 


Oliver to Handle 
Large Shell Order 


To fill a big Army shell contract, the 
Oliver Iron and Steel Corporation has 
announced plans to modernize the Gar- 
land Manufacturing Plant in West 
Pittsburgh, Pa. 

More than $1,000,000 in govern- 
ment-financed machinery will be in- 
stalled in the plant, according to Er- 
nest Schleusener, vice-president in 
charge of Oliver operations, who made 
the announcement. 


E. A. Rumsey 


Eugene A. Rumsey, president of the 
Rumsey Electric Company, Philadel- 
phia, died on July 8th after a long ill- 
ness. He was 77 years old. 

Mr. Rumsey, with his brother-George 
A. Rumsey, founded the Rumsey Elec- 
tric Company in 1895. He was gradu- 
ated in electrical engineering from Cor- 
nell University. 





MULTIPLE UNIT 
plugs 


and receptacles 


3 unit sectional 
view. 


1, 2, 3, 4, 6, 8 pole interchangeable contact units. 


, combination, 2 to 
32 poles, for thermocouples, 
sound equipment, remote con- 
trols, lighting and motor wir- 
ing. Interchangeable contact 
units—1 to 8 poles—can be as- 
sembled in 2, 3, or 4 unit plug 
shells and receptacle housings 
to make any desired combina- 
tion of circuits. Equipment can 
be arranged with the protected 
female contact units in either 
plug or receptacle, for safety in 
line side of the circuit. Ground 
protection is provided. A full 
line of plug shells, cable con- 
nectors, and standard recepta- 
cles allows the widest range of 
assembly combinations, to meet 
any needs. Write for Pylet 
catalog giving complete 
specifications. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 
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The STAR *& 
FUSE PULLER 


id 


CIRCUIT TESTER 


BIG 
JOBS: 


1 Safely removes blown fuses 
2 Quickly locates dead circuits 


Indispensable in Homes, 
Factories, Hotels, War Plants 


DOES 











Saves Time, Prevents Shock or 
Injury, Eliminates Guesswork 


Made of a Transparent Plastic having in one 
of the legs a small lamp in series with a 
resistance and can be used to test |!0 to 250 
volts circuit. It will pull fuses from 10 to 100 
Amperes. Thousands of electricians find this 
tool handier than Test Lamps. Requires the 
use of only ONE hand to quickly and accu- 
rately test circuits. 


Retails at $2.75 each, 
$1.50 additional for Leads 


For the past six months, the Star Fuse Puller 
and Circuit Tester has been advertised in 
more than 70 leading publications throughou! 
the United States. 


WRITE TODAY 
for Quentity Prices 


STAR FUSE CO. 


168 Centre St., New York 13, N. Y. 











George C. Purdy 

George C. Purdy, chairman of the 
board of Greenlee Bros. & Co. (of 
which Greenlee Tool Company is a 
division) died on Sunday, July 2nd, at 
the age of 73 years. 

Mr. Purdy was considered the dean 
of industrial leaders in Rockford, IIL, 
the city to which he moved the Green- 
lee company in 1904. He had been 
with Greenlee fifty years in 1943. 

Mr. Purdy was born in Middle- 
town, N. Y., and educated at Cornell 


University. He became associated 
with Greenlee in 1893 and rose quickly 
to the position of secretary-treasurer 
in 1902. He became president in 1919 
and chairman of the board in 1943. 

He was one of the leaders in the 
building of advanced wood-working 
machinery and machine tools. He had 
served as president of the Association 
of Manufacturers of Woodworking 
Machinery, and as a director of the 
National Machine Tool Builders As- 
sociation. 


Association News 


DETROIT—The Electrical Associa- 
tion of Detroit recently held an ade- 
quate wiring meeting. Mr, Allen Sogg 
gave an interesting talk which was fol- 
lowed by general discussion. Mr. 
Sogg’s talk was illustrated both by 
charts and by slide film and as a per- 
manent reminder of the occasion, a 
book given to all who attended. Mr. 
Andrew Rogerson gave a brief report 
on “Home Adequate Wiring.” Presi- 
dent Togesen read a report, “Selling 
the Second Half Million.” 

The Association is proud to an- 
nounce that since the publication of 
the last issue of the “Electrogram” 
31 new members have come into the 
association. 

C. D. LaMee, chairman of the Sur- 
plus Materials Committee, made the 
following report to the members of 
the association: “A meeting of the 
Surplus Materials Sub-Committee was 
held very soon after it was appointed 
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FOR A NEW 


NOW is the time to cast 
your lines for new ideas — 
unique, revolutionary electrical 
products that will give you ex- 
cellent sales volume and profit 
when the ban is lifted on home 
building. 

Blo-Fan Spot Ventilation 
offers a different type of venti- 
lation that assures the instant 
discharge of grease and smoke 
laden vapors at their source. 

In the Blo-Fan you get the 
combined advantages of both 
blower and breeze fan—vol- 
ume plus power. The foul air 
is fed into the vortex of the 
blower under pressure by the 
breeze fan portion, and is then 
packed by the blower into the 
exhaust duct out of the house. 

As a far sighted wholesaler, 
or dealer, you’ll want complete 
information about this new 
idea in home ventilation. Write 
now. 

PLAN TO SELL 


Clo Fan 


“SP@T VENTILATION” 


BUY U.S. WAR BONDS 


I Mow! 
PRYNE & CO., inc. 


1245 E. 33rd ST. LOS ANGELES 


Branches (to be reestablished after war 


AN FRANCISCO - SEATTLE- CH'CAGO ~NEW YORK 





All the members of j 


MAKE THE 
‘MAINTENANCE JOB 


early this year. 
the committee were present. They are 
as follows: I. H. Kolodney, F. M. Hy- 
don, L. R. Bogardus and C. D. La- 
Mee. It was decided at this .first 
meeting that we would not meet at 
regular intervals, but would be sub- 
ject to call at any time. All members 
of the committee agreed to bring to 
the chairman’s attention, immediately, 
any matter pertaining to surplus ma- 


A Modernization 
terials, upon which the committee 


sl 
should act. There is no doubt in the Job! a 


minds of your committee that in the : T 

not too distant future many problems n 

in connection with surplus electrical C 

materials will present themselves. At 

the present time some surplus elec- 

trical materials are coming into the WHEN THIS 

market. However, most of the agen- j 

cies offering this material up to this ¥ e 

date have not considered bids which 

would not allow them at least to NEEDS REPLACING 

realize their original cost. Your com i 

mittee will endeavor to keep in close | tt 

touch with this situation and post the | : a 

membership on matters of importance.” C 
David L. Rein, Chairman of the WHY NOT : 

ti 

Uses, reports the following: “This was Bi C 

the last of the six sub-committes to ; 

mittee is not yet complete for the sim 0 . TH i$ S 

ple reason that the title is’so broad. a} S 

importance to analyze the subject— | j tics ey 

then appoint a committee that can be ~~ a oe t 

on the products selected. Thus far 

we have selected the following sub- 











Sub-Committee of New Products and 
have a chairman appointed. Our com- 
The chairman feels that it was of first | eee n 
of greatest service to the association 








A STRONGER FACTOR eS, | 
in TODAY’S NEW y . 


> aE COMPLETE CIRCUIT : 
And They'll Want BRR <i (ra irelX ie | ; 
One At Home, Too 


Now, Double-purpose Thermador 
Fan-Type Portable Electric Heaters 
are providing comfort and conven- 
ience in the Army, the Navy and Peay | h 


Lief wer throughout the country. IT'S EASY to modernize a wiring 








en Victory 1s Won, Thermador 


Heaters will heat cool corners, cool 
warm areas, dry clothes and hair 
in the homes of America. 

Aggressive dealers are featuring 
flameless, fumeless Thermador 
Heaters now to improve working 
conditions in war plants. Available 
on priority orders in portable or 
built-in types for use on 115-volt 
A. C, service, 1650 watts capacity 
—or 230-volt A. C. in capacities 
up to 5000 watts. 


Thermador also manufactures built-in Electric 
Heaters, Electric Ranges, 

Electric Water Heaters, 

and Radio Transformers. 


Write today for 
Catalog WS-8 


THERMADOR 


ELECTRICAL MFG. COMPANY 
s y h Riverside ve 


Sev Cred leagues Ahead 





EXTRACTOR POSTS 


WITH ELECTRICALLY WELDED 
SIDE TERMINALS 


Terminals integral with inner shell 
mean more strength against extreme 
shock, vibration and temperatures. 
Maximum electrical conductivity. 
New construction for convenience and 
durability. Shock-proof visual inspec- 
tion. Specially designed grip prevents 
fuse from dropping out. 

Send for B/P and ENGINEERING DATA 

Ask for Samples 

342001 finger-operated for 3 A G 
fuses illustrated. Also furnished screw- 
driver operated meeting Under- 
writers’ specifications. 


LITTELFUSE INCORPORATED 
4757 Ravenswood Ave., Chicago 40, Ill. 
Ip 200 Ong St., El Monte, Calif. 





installation when you wire the 
P&S-DESPARD way. When alight 
switch needs replacing — add 
an extra outlet or pilot light — 
or both — in the same single 
gang box. Investigate the possi- 
bilities the P&S-DESPARD LINE 
has for you. 


Sold Thru Electrical Wholesalers 


Send for 
Complete Catalog 


PASS & SEYMOUR, INC. 
SYRACUSE 9, N. Y. 
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jects: Low temperature food freez- 
ing; television; radar; new radio de- 
velopments; air conditioning, cooling 
and ventilating; dust removal; and 
bacteral removal.” 

Dale D. Douglass, Chairman, Sub- 
Committee of the Postwar Industrial 
Standard, reported: “The problem of 
post-war industrial standards should 
be approached with the objective in 
mind that is the basis of all electrical 
standards; the construction of a safe, 
adequate and enduring installation. 
This objective should include two 
more points in the case of post-war 
cautions: (1) The plants must be kept 
operating to provide as steady em- 
ployment as possible for the workers. 
(2) The financial status of the own- 
ers, particularly in the case of small 
establishments, should be considered in 
‘onnection with all changes to the 
end that small businesses may be kept 
n an operating condition. Reinspec- 
tion of all installations should be made 
as soon as possible to ascertain the 
condition of all electrical installations. 
From this reinspection recommenda- 
tions should be made to the owners for 
correction of any conditions that exist 
that are not according to the National 
Electric Code and the accepted stand- 
ids for this area. Then the policy 
should be set-up that these recdm- 
mendations for improvements or cor- 
rections should be included in all fu- 
ture work pertaining to those install- 
ations. In the case of new work, it 
should be done according to the ac- 
epted code of the area without excep 
ion, " 






















































KANSAS CITY—tThe Electric As- 
sociation of Kansas City presented 
two films, “Behind Nazi Guns” and 
“Communique No. 8,” at a_ recent 
luncheon meeting held in the Aztec 
Room of the Hotel President. This 
was the first public showing ‘of these 
two films. “Behind Nazi Guns” is a 
captured Nazi film of workers in their 
plants, describing the inside story of 
Germany’s tremendous war production, 
her iron determination to win, and 
the part the civilian is playing in the 
barbaric effort to mutilate the world. 
“Communique No, 8” is a battle film 
of our sacrifices and ultimate triumph 
in the landing at Anzio, Italy, the in- 
genuity of our ground crew men in 
repairing battle damaged planes at an 
air depot, our loyal French allies 
bombing enemy plants, and Marine 
forces as they are relieved after 23 
days and nights of jungle fighting in 
Cape Gloucester, New Britain. 

At the annual E.M.E. meeting held 
at the Hotel Bellerive, Tom Fitzmor- 
ris was unanimously elected president 
by the executive committee and Tom 
McGurn as vice presidefit. During the 
course of the meeting Mr. H. H. 
Kuhn, president of the Electric Asso- 
Ciation gave a brief talk praising the 
work done by E.M.E. The high light 
ot the evening was an excellent floor 
show sponsored by 20 members of the 
Electric Association. 
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TRICO RENEWABLE FUSES 


WITH THE FAMOUS 
POWDER-PACKED 


RENEWAL ELEMENT 





TAG > ag FUSE 


ee 


ELL TRICO 


—_—— 


S 





HERE’S WHY: 


i—IT'S A LINE THAT HAS A 
FUTURE! 
The powder-packed element is not 
interchangeable—YOU get all the re- 
peat business and profits. 

2—YOU HAVE SOMETHING 
REALLY WORTH WHILE TO 
TALK ABOUT! 


Custom-built and engineered to give 
users THREE TIMES THE SERVICE. 


3—NO PRICE COMPETITIONI— 
TRICO quality sells itself—price is no 
issue. 


4—SERVICE! 
Always dependable—even under mos 
trying conditions. 


5—CONTROLLED "THRU THE 
WHOLESALER" POLICY! 


Your profits are protected year after 
year. 


6—NATIONALLY ADVERTISED! 
Over a million subscribers read TRICC 
advertisements monthly. 


Key your selling efforts to the 
fuse line with a FUTURE... 


SELL TRICO 


MFG. CO. <AUISIENS- 








TERMINAL 
BLOCKS... 


Burke bakelite Terminal 
Blocks moulded under 
enormous pressure in 
hardened steel moulds— 
10 styles for 2 to 12 wires. 
Designed to go into Dis- 
patching and Traffic 
Signal Systems, Switch- 
board, Fire and Patrol 
Signal Systems, etc. Im* 
pervious to moisture—high 
electrical resistance—fast™ 
to install and economical. 


Attractive Jobbers Proposition 
Available. Write for particulars. 





AC AND DC MOTORS AND GENERATORS 


BURKE Yewina BLOCKS 


BURKE ELECTRIC COMPANY °* ERIE, PENNSYLVANIA 























Today is 
rapidly moving 
into tomorrow | 





If you are selling 
HOLDENLINE equipment 
you are all set 

for Tomorrow as well 
as Today! 


Pioneers in fluorescent 
HOLDENLINE combines 
the three important 
elements in good 
lighting equipment: 


(1) Right Design 

(2) High Efficiency 

(3) Dependability 
—and it’s exclusively 
FLUORESCENT 


Also we sell exclusively 
through wholesalers! 


HOLDENLINE CoO. 
Pioneers in Pluorescent 


1960 EAST 57TH ST. 
CLEVELAND 3, OHIO 


| original. New finishes were mentioned 


NEW ORLEANS—At a recent din- 
ner meeting held by the Electrical As- 
sociation of New Orleans, Mr. G. E. 
May, Utilization Engineer of New Or- 
leans Public Service, Inc., delivered a 
speech on the subject “Postwar Out- 
line for Ventilation, Refrigeration 
and Air Conditioning.” The speaker 
stated at the outset that he did not 
plan to show anyone exactly what the 
future ventilating fans, refrigerators 
or air conditioning units would look 
like; instead he would call attention 
to many factors which have and will 
evolve out of the war, which will be- 
come a strong influence on the future 
design of each of these units. His 
presentation was divided into three 
major considerations, viz.: (a) Post- 
war conditions which will affect de- 
sign and market for this equipment. 
(b) Probable changes in design and 
installation technique required for 
postwar models. (c) Possible market 
potential for each of these services. 
Under the first of these subdivisions 
Mr. May stated that the principal 
changes would result from: 1. New 
methods such as the absorption prin- 
ciple of drying air more directly than 


by refrigeration. 2. Reference was 
made to many substitute materials 
which have proved superior to the 


as another example. 3. New develop- 
ments will play an important role in 
the design of postwar refrigerators. 








“Bubble glass,’ the production of 
which promises to become a great 
southern industry, is a new insulating 
material superior to cork, and will 
permit desired changes in design from 
the standpoint of appearance. 4. New 
uses such as frozen foods and all year 
versus seasonal operation of air con- 
ditioning. 5. Public demands, which 
can never be ignored, covering such 
items as cold drinking outlets in Do- 
mestic refrigerators, and designs 
which blend in with the kitchen and 
the store of tomorrow. 

The discussion of market potential 
was presented in the form of charts in 
which the actual growth of business 
in gross annual sales was plotted from 
1933 until Pearl Harbor. In these 


| charts, Mr. May assumed that the war 





would end in 1946, and allowed 
eighteen months for sales volume to 








© Manufacturers Agent 
Gan Handle More Lines 


@ Agent with many years sales 
experience, well acquainted with 
industrial and wholesale electric- 
al and hardware fields, wishes to 
represent several additional elec- 
trical manufacturers who are in- 
terested in building sales for post 
war period in New York Metro- 
politan and adjacent areas. 


Address reply to Box No. 81, 
c/o Wholesaler’s Salesman 
330 W. 42nd St., New York 18, N. Y. 






JIFFY 
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CABLE and 
CONDUIT = 
HANGER Te 
MINERALLAC ‘ 


ELECTRIC COMPANY 
25 N. Peoria St. Chicago (7), Ill. 
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WIRES | 
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concentrating upon VICTORY 


for the duration 


cornish 


WIRE COMPANY, 
15 Park Row, New York City, New York 
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OUTGROWS ITS CRADLE 


4 
Public acceptance of Verd-A-Ray has 


been sensational. On sale in nearly 
all neighborhood and downtown’ retail 
stores it is easy to buy. No new fixtures 
are required -- just use it as you would 
any ordinary lamp bulb. 


+ 


To us who have grown up with this 
sensational incandescent lamp, the 
formation of a new and very much 
enlarged corporation is recognition 
of accomplishment. 


4 


To distributors, dealers and users it 
is conclusive proof of acceptance by 
the trade deserving of and assured 
of broader manufacturing, distribu- 
ting and merchandising plans. 


4 


To YOU---sample and literature 
will be sent without obligation, 
im upon request. 


Electrical distributors now selling 
lamps are invited to write us. Testi- 
im mony of industrial users adequately 
supported by qualified scientific re- 
search assures turnover. Lamp con- 
tract renewals are simplified if you 
are “in”. Sell VERD-A-RAY. It’s 
“V" Day Incandescent Lighting - - 
Here NOW. 


4 


VERD-A-RAY CORPORATION 


TOLEDO 5, OHIO 
VERD-A-RAY LIGHT 15 AN AID TO SIGHT 





reach the 1941 level, except in the case 
of air conditioning, where 24 months 
were allowed, in view of the time re- 
quired to train the sales, engineering 
and installation personnel. In every 
case the various sales curves were pro- 
jected through this point (1941 level) 
at a rate which compared closely with 
that just prior to Pearl Harbor. This 
curve was based upon carefully pre- 
pared saturation studies so that it con- 
tained every element of reasonableness. 


PHILADELPHIA — The 
Maintenance Engineers 
completed its thirteenth 
operation on May 18. 
meeting, held in 


Electrical 
Association 

year of 
The May 
Association head- 
quarters, was “General Electric 
Night.” R. M. Eichner of G. E. 
spoke on “How Industry Gains 
Through Converting Complicated 
Machines to Automatic Control.” An 
annual feature of the May meeting 
is the election of officers. Robert Mc- 
Cray was elected president of 
E.M.E.A. for 1944-45 and Homer S. 
Kepner, vice-president. 

The Electric Appliance Service 
Plan, now known nationally as Phila- 
delphia’s “Fix ’em up ... Make ’em 
do” activity entered its third year in 
March. Since the March dinner 
meeting, one hundred and twenty-six 
approved repair dealers have signed 
up and paid the nominal participation 
fee. ‘ 














JACKSON 


WEATHERPROOF 


SOCKETS 
weeds ALUMINUM 


No. 5201 
Tapped for 2” conduit. 


Will fit any fixture with 214” 
holder. 


@ READY FOR IMMEDIATE 
SHIPMENT. 


@ Sold only thru Wholesalers. 


Manufacturers of 
Industrial Lighting Equipment 


e 
JACKSON 
ELECTRICAL COMPANY 
900 W. Van Buren Street 


CHICAGO 7, ILLINOIS 
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NON-HEATING 
CONTACTS 


Keep Motors Humming 


100% Quality 


APPROVED BY UNDERWRITERS 
Mfr’s. Agents Territory Open 


WARE BROTHERS 


4420 W. Lake St. Chicago 24, Ill. 














ELECTRICAL 
SPECIALTIES xty 


FOR HEAVY 
INDUSTRIAL SERVICE 


\FROM STOCK 











3-Conduetor 


Single 
Soldering Angle Conductor 
Lue Pothead Pothead 


Write for a complete selection of 
RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES * AtL 
SHAPES * ALL VOLTAGES © ALL TYPES 
¢ BUS SUPPORTS © SPLICING KITS AND 
MATERIALS * INSULATING COMPOUNDS 


a 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich. 


i oe og tl 
Electrical Connectors 

















THEY‘RE BOTH CHAMPS 


Put your money on either one... ILSCO 
SOLDERING LUGS or ILSCO SOLDER- 
LESS LUGS. You'll be in.on the pay off 
whatever you use in the ILSCO LINE 

. made from copper tubing right in 
our own plant . . . known. for quality 
always. 


Underwriters’ and other approvals. 


Please rush us sample and 
illustrated 32-page catalog. 








COPPER TUBE 
& PRODUCTS, Inc. 









| 
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MEEINALCO 


Go to town with 


BIRDSEYi , 
INFRA-RED 


Birdseye offers a full line of Infra Red 
lamps with new and exclusive features 
for longer life and increased efficiency, 
The industrial demand for better Infra-Reg 
Lamps is tremendous. Cash in with Birds. 
eyes. Write today for details, prices, 


discounts. Wabash Appliance Corporation, 
" Casroll, £ St., peas wes he 31, N. 
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ANYTHING 
ELECTRICAL 
ON & OFF 
REGULARLY 


The TORK CLOCK CO., Inc 


MOUNT VERNON, NEW YORK 





Infra-Red Ray 
LAMPS 


For Radiant Energy 
—Baking And Drying 


Meet industry's demands for 
energy-heating and drying by featuring 
Nalco Dritherm Carbon Filament Lamps. 
Available in Inside-Silvered finish (no re 
flectors required) or in Clear Glass style 






radiant 


Write for prices and discounts 


NORTH AMERICAN ELECTRIC LAMP CO. 
1034 Tyler Street St. Louis, Missouri 
























HOW TO “SPOT” 
an ALERT JOBBER 


The familiar orange-and- blue package and 
the “Allen Spot'' are sure signs of the alert 
jobber. 


SPECIAL SOLDERS & FLUXES for all sold- 
ering requirements mean a complete line— 
one for every customer. 


“Underwriter's Approved" fluxes; also 
products meeting army- 


navy, air corps specs. 






L. B. ALLEN Co., Inc. /@ 
6719 Bryn Mawr Ave.,¥ 
CHICAGO \ 
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CHAMPION 
Lights the way 


TO MORE LAMP SALES 
YOU 


Adequate lighting has proved its value during 
this emergency in a way that industry will 
never forget. 


You ate providing an essential service of per- 
manent importance and are assuring yourself 
of profit when you recommend prompt te- 
placement of burned out or inadequate lamps 

by CHAMPION Fluorescent and \ncandescent 
Lamps backed by: 


\. CHAMPION Quauity — guaranteed to equal 

or exceed Federal Specifications and assured 
by nearly a half century of specialization in 
the manufacture of quality lamps exclusively. 


2. CHAMPION strvice—experienced engineer- 
ing staff and trained field organization available 
for handling all lamp and lighting problems. 


3. CHAMPION ECONOMY—the Champion Dia- 
mond mark on every lamp is recognized by 
industrial users as a symbol of lower light and 

lamp costs. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


DIVISION OF CONSOLIDATED, ELECTRIC LAMP CO. 
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SMOOTHNESS i the coating... 


\ SNS 
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means SEK-ABILITY & 


in the lamp 


WESTINGHOUSE PRESENTS JOHN CHARLES THOMAS * SUNDAY 2:30 EWT., N.B.C. 
TED MALONE * MONDAY, WEDNESDAY, FRIDAY 10:15 EWT., BLUE NETWORK 
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F luorescent powders are tricky things 
to handle. Especially when it comes to applying 
them evenly inside a glass tube! 


Uneven distribution causes minute valleys and peaks. In valleys 
the coating is too thin to fluoresce, while the peaks form shadows. 


Hence the necessity for perfect smoothness of application, and the uniform 
thickness of coating from end to end of the tube. 


Achieving this result is the aim of every step in the exacting Westinghouse procedure. 
From processing of raw materials to the final mixing of the phosphor powder, Westing- 
house methods are concentrated on making and keeping the fluorescent powde r 


uniformly smooth. 


Carefully controlled schedules of grinding, acid washing, firing and ball milling insure 
uniformity. This extra care and attention counts . . . keeps Westinghouse fluorescent 
lamps bright from end to end. 


That’s why it pays to recommend Westinghouse Fluorescent Lamps for every fluor- 
escent lighting plan or installation. Supplies are available now for essential war lighting, 
and to a limited extent for essential civilian use. Westinghouse Electric & Manufac- 
turing Company, Bloomfield, New Jersey. 


HELP SHORTEN THE WAR... BUY MORE BONDS THAN BEFORE! 
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ELECTRICAL 
EQUIPMENT 











industrial Multi-breaker, with ar- 
rangements up to 8 single poles, 
15-50 amp., 250 volts A.C. 





industrial Circuit Breaker, 15-50 
amp., 250 volts A.C. and 
125/250 volts D.C., 600 volts 
A.C, and 250 volts D.C. 


industrial Circuit Breaker, 
50-225 amp., 250 volts A.C. 
and 125/250 volts D.C., 600 
volts A.C. and 250 volts D.C. 





Industrial Circuit Breaker, 
225-600 amp. (same voltages). 








Type A (not fusible) Switches 
30-200 amp., 575 volts A.C., 
600 volts D.C. 








Class 2510 Manvel starters for 
single or three phase motors. 
Built in NEMA sizes O and |. 





Class 9001 Push button stations 
up to 4 units heavy duty or 2 
units standard duty construction. 








Class 8536 Line voltage mag- 
netic starters in NEMA sizes |, 
Il and Ill for single, two or three 
phase motors. 








Class 9007 Heavy duty limit 
switches for control circuit appli- 
cations, 





Class 9048 Float Switch—lever 
operated. Light duty, standard 
or reverse operation. 








Class 9013 AR Pressure Switch 
—with or without release valve 


—available in a variety of * 


ranges and also os Vacuum 
switch. 








Class 9037 AR Float Switch— 
lever operated. Heavy duty. 
Available in several contact ar- 
rangements, 





for Class I, Group D 
Hazardous Locations 


Here is a complete line of explosion-resisting 
electrical control—switches, circuit breakers, 
Multi-breakers, motor control and regulators. 
Made of high grade cast iron, Square D Class 
I Group D explosion-resisting enclosures are 
built to conform with requirements of the Un- 
derwriters’ Laboratories, Inc. These housings 
have closely ground fit between cover and box 
and are supplied with conveniently located 
conduit openings. 
For complete information, write to the 
Square D Company, 6060 Rivard Street, 
Detroit 11, Michigan 
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